Happy  New  Year 

USA  R EC  starts  FY  91  with  record-breaking  quaiity  marks! 


The  U.S.  Army  Recruiting  Command  is  off  to  a record-breaking  start  on  FY 
91.  The  quality  marks  for  the  1st  Quarter,  FY  91,  are  stupendous.  You  — 
the  recruiting  family  — have  shown  your  mettle  and  can  rightfully  boast  the 
highest  quality  quarter  marks  ever  in  the  history  of  Army  recruiting. 

Each  of  you  has  contributed  to  these  almost  unbeatable  numbers:  97  percent 
HSDG,  72  percent  I-IIIA  and  only  1.5  percent  CAT  IV.  Your  nation  and  your 
commander-in-chief  has  asked  for  your  sacrifice  and  determination  in  securing 
its  proud  and  ready  recruits.  Selflessly  you  answered  this  call  with  the  best  and 
the  brightest  this  nation  — bom  out  of  reverence  of  freedom,  democracy  and 
justice  — could  offer. 

Recmiters,  it’s  your  proud  professionalism  and  soldierly  example  that  ignites 
the  call  to  action  in  these  fine  young  people.  And  it’ s your  impeccable  character 
and  forthright  sense  of  duty  that  speaks  the  necessary  volumes  to  parents.  You 
are  the  vital  first  link  in  an  unbreakable  chain  that  builds  the  quality  Army  this 
country  and  the  free  world  demands.  Now  more  than  ever,  you  must  continue 
to  accomplish  your  mission  like  the  professionals  you  have  shown  you  are  — 
quality  mission  with  integrity. 


To  each  of  you  — recruiters,  commanders,  supporting  staff  and  families  — I 
wish  the  best  in  the  coming  year.  You  are  off  to  a stellar  beginning!  Happy  and 
prosperous  new  year. 
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News  Briefs 


Stop  Loss 
answers 

I Suspended  animation  is  a lenn 
most  familiar  to  physicists  and 
Hollywood  directors,  but 
USAREC  soldiers,  along  with 
U.S.  military  personnel  across  the 
world,  are  experiencing  a little 
“personnel  suspended  animation” 
also  known  as  “Stop  Loss.” 

In  one  way  or  another,  the  Stop 
Loss  program  is  affecting  a num- 
ber of  soldiers  in  USAREC,  ac- 
cording to  MAJ  Mike  Hall,  chief 
of  USAREC’s  Personnel  Manage- 
ment Division.  The  Stop  Loss  ac- 
tion invoked  in  the  wake  of 
Operation  Desert  Shield 
suspended  separations,  ETSs, 
PCSs  and  retirements  for  enlisted 
and  officers,  in  almost  all  cases. 

“There  is  a small  amount  of 
PCS  movement  within  USAREC 
because  of  the  ongoing  build 
down.  We  are  closing  recruiting 
stations  and  recruiters  are  needed 
in  other  parts  of  the  country. 

Some  movement  can’t  be 
avoided,”  he  said. 

The  question  most  often  asked 
soon  after  the  Dec.  5, 1990, 
decision  by  the  secretary  of 
defense  was  from  detailed 
recruiters  wondering  if  they 
would  be  leaving  recruiting  at  the 
end  of  their  three-year  detail.  “For 
the  duration,  detailed  recruiters 
will  not  be  rotating  back  to  their 
former  jobs  as  scheduled,”  Hall 
said. 

Because  Stop  Loss  has  cur- 
tailed movement  almost  entirely 
within  the  Army,  soldiers  are  not 
being  released  to  come  to 
USAREC.  “We  are  doing  some 
readjusting  in  our  build  down 
plans  because  of  the  Stop  Loss. 
We  had  originally  planned  to 


allow  recruiters  in  stations  closing 
to  return  to  the  field  Army.  And 
we  planned  to  bring  in  recruiters 
from  the  Army  Recruiter  Course 
to  take  on  new  positions  in  loca- 
tions where  more  recruiters  are 
being  assigned  based  on  the  build 
down  plans.  We  can’t  do  that  be- 
cause few  new  soldiers  are  on  the 
way  to  USAREC  right  now.  That 
means  we  must  reassign  recruiters 
within  the  command,”  Hall  said. 

Soldiers  are  encouraged  to  go 
through  their  chain  of  command 
to  get  answers  to  Stop  Loss  ques- 
tions, but  Hall  insisted  that  sol- 
diers may  also  discuss  their 
concerns  with  the  USAREC  Per- 
sonnel Directorate  if  needed. 
“We’re  trying  to  keep  the  chain  of 
command  well  informed  on  this. 
This  has  got  to  be  the  biggest  per- 
sonnel issue  in  the  command  right 
now.  But  soldiers  can  call  us  with 
questions  and  we’ll  get  them  an 
answer,”  he  said. 


Reassignment 

requests 

H USAREC  support  soldiers  in 
closing  battalions  can  now  request 
reassignment  if  they  have  not  al- 
ready been  notified  of  their  next 
assignment.  This  action  is  an  ex- 
ception to  the  Army-wide  Stop 
Movement  directive. 

Support  soldiers  desiring  a 
specific  assignment  should  submit 
a DA  Fonn  4187  through  ap- 
propriate channels.  All  requests 
for  reassignment  should  state  reas- 
signment to  be  effective  upon 
closure  of  tlieir  battalion. 

Individuals  who  do  not  submit 
a DA  Form  4187  will  be  reas- 
signed in  accordance  with  the 
needs  of  the  Army. 


Sales  training 
motivation 

I A new  up-to-date  training  pro- 
gram with  a fresh  approach  to  sell- 
ing has  been  fielded  to  all 
brigades. 

“The  New  Psychology  of  Sell- 
ing” program,  developed  by  sales 
management  trainer  Brian  Tracy, 
consists  of  35  modules  in  12- 
minute  segments.  The  course, 
available  in  video  and  audio  tape, 
is  designed  for  both  individual 
study  and  group  facilitation. 

Unlike  other  training  courses 
concerned  only  with  the  basics  of 
selling,  “The  New  Psychology  of 
Selling”  is  a motivational  course. 
The  courses  are  structured  to 
stimulate  soldiers  to  look  deeper 
into  themselves. 

Modules  of  instruction  include: 
“Your  Formula  for  Building  Self- 
Esteem,”  “Mental  Preparation  For 
Selling,”  “Pathways  to  Personal 
Progress,”  and  “How  to  Set  and 
Achieve  Sales  Goals.” 

For  more  details  on  this  learn- 
ing systems  training  course,  con- 
tact your  training  office. 


Want  to  be 
00  R? 

H Detailed  recruiters  interested 
in  converting  to  PMOS  OOR, 
should  do  so  now.  Waivers  for  the 
“24-month  time  on  recruiting 
duty”  requirement  will  normally 
be  approved  for  those  involved  in 
Build  Down  if  the  commander’s 
justification  sufficiently 
demonstrates  potential  for  future 
success  as  a recruiter. 
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Immediate  cure 

■ USAREC  Training  Division 
has  developed  a more  effecUve 
and  immediate  cure  for  station 
commanders  with  ARADS 
headaches.  The  new  relief  is  the 
“ARADS  Station  Commander 
Edition”  handbook. 

The  new  handbook,  expected  to 
be  fielded  in  2d  quarter  FY  91 , is 
a troubleshooting  guide  for 
ARADS  operators. 

The  ARADS  user’s  guide  is 
predicted  to  be  a cost  reducing 
product  as  well  as  an  immediate 
problem  solver.  A lot  of  calls  to 
the  ARADS  hotline  should  be  al- 
leviated with  the  step-by-step  in- 
structions. The  handbook  is  not 
designed  to  eliminate  the  hotline, 
but  is  being  provided  as  an  addi- 
tional tool  to  combat  ARADS 
stress. 

The  ARADS  handbook  will 
also  be  taught  as  doctrine  at  Ft. 
Benjamin  Elarrison  when  it 
receives  final  approval. 

Once  fielded,  comments  and 
suggestions  concerning  the  hand- 
book are  welcomed.  Contact  SEC 
Oakes,  AUTO  VON  459-2032  or 
commercial  1-708-926-2032  with 
your  recommendations. 


USAREC’s 
mentors  to  be 
recognized 

I A new  USAREC  award  has 
been  instituted  to  recognize 
recruiters  who  promote  the  men- 
tal, physical  and  social  develop- 
ment of  young  adults. 

The  first  Mentor  of  the  Year 
Award  will  be  presented  to 
selected  recruiters  for  their  charac- 
ter building  achievements  during 
the  period  Aug.  1,  1990,  through 
May  31, 1991.  The  award  will  be 
presented  during  the  4th  Qutirter 
FY  91  Mission  Adjudication  Con- 
ference. 

To  be  eligible  for  consideration 
of  the  Mentor  of  the  Year  Award, 
recruiters  selected  should: 

■ Support  the  “Stay  In 
School/Stay  Off  Drugs” 
program; 

■ Be  involved  in  community 
activities,  events  and/or  or- 
ganizations which  promote 
the  mental,  physical  and  so- 
cial development  of  young 
adults;  and 

■ Meet  the  “whole  man”  con- 
cept. Recruiter  production 
results  should  be  con- 
sidered when  evaluating 
the  “whole  man”  concept. 

Company  commanders  will 
select  one  recruiter  per  company 


and  prepare  an  award  packet.  The 
packet  will  consist  of  a typewrit- 
ten narrative,  not  to  exceed  one 
page.  The  narrative  will  explain 
how  the  recruiter  promoted  the 
“Stay  in  School/Stay  off  Drugs” 
program  and  the  extent  to  which 
the  recruiter  was  involved  in  com- 
munity activities,  events  and/or  or- 
ganizations promoting  the  menttd, 
physical  and  social  development 
of  young  adulLs. 

The  award  packet  will  also  in- 
clude the  recruiter  production 
record  for  the  period  of  the  award; 
all  applicable  letters  or  certificates 
of  commendation  or  appreciation; 
and  pertinent  newspaper  clippings. 

Company  commanders  have 
until  June  15,  1991,  to  submit 
their  selections  for  the  Mentor  of 
the  Year  Award.  Each  award 
packet  must  be  forwarded  through 
brigade  to  HQ  USAREC,  ATTN: 
RCPER-HR-AW  by  the  deadline. 

Recipients  of  the  Mentor  of  the 
Year  Award  will  also  be  given  a 
USAREC  Certificate  of  Commen- 
dation and  an  impact  Army 
Achievement  Medal  for  their  ac- 
complishment. 


Matters 

of 

Integrity 


SGT  Recruiter  goes  to  court  with  John  Doc  on  4 April.  John  Doc  is  given 
another  court  date  for  27  July.  SGT  Recruiter  tells  the  lawyer  that  John  Doc  is 
due  to  ship  on  15  June.  Mr.  Lawyer  says  he  has  to  be  in  court  on  27  July.  SGT 
Recruiter  says  nothing  to  anyone  in  her  station  about  a pending  court  date.  John 
Doc  is  at  MEPS  ready  to  ship.  SEC  Guidance  asks  about  any  law  violations  or 
tickets  that  have  not  been  paid.  John  Doe  says  he  docs  have  a court  date  in  July, 
but  docs  not  owe  any  tickets.  What  do  you  do,  SEC  Guidance?  (See  solution  on 
page  29.) 


January  1991 
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Pro  Talk 


Recruiters  guide  and  direct 


DEP  orientation  done  right 


Wc  spend  a lot  of  time  prospecting  for  qualified  in- 
dividuals to  process  and  enlist.  Once  these  people 
make  a commitment  and  become  new  soldiers,  it  is  our 
responsibility  to  guide  and  direct  them  as  they  begin  their 
new  and  exciting  career. 

To  do  this  effectively,  we  must  look  closely  to  see  exaetly 
why  they  enlisted.  There  are  many  motivations  eausing 
people  to  enlist.  Basieally  they  all  come 
down  to  just  two  reasons: 

■ The  prospect  buys  yoM,  the 
recruiter. 

A bond  of  trust  is  established.  This  al- 
lows the  prospect  to  like  you,  to  listen  to 
you  and  to  believe  in  you.  It  is  this  bond 
that  iniluenees  the  prospect  to  become  a 
part  of  us,  to  become  a new  soldier  in  the 
Army. 

■ People  enlist  for  an  enlistment 
option. 

This  option  could  be  the  generous 
educational  benefits  available,  the  train- 
ing, or  the  travel  that  can  be  found  in  an 
Army  enlistment.  It  may  be  that  they  feel 
a strong  urge  to  fulfill  their  patriotic  duty. 

But  it  always  equates  to  that  one  addition- 
al option  that  satisfies  the  needs  and  inter- 
ests of  the  individual. 

There  are  several  elements  to  a positive  approach  to  our 
DEP  soldiers’  orientation  and  maintenance.  Current 
regulatory  guidance  states  that  each  new  DEP  soldier  will 
receive  a DEP  soldier  orientation  3 to  10  working  days  after 
enlistment. 

This  is  when  we  reveiw  the  options  this  new  DEP  soldier 
has  reeeived  and  eongratulations  are  extended.  Because  you 
put  so  much  hard  work  and  effort  into  prospecting  and 
processing  for  your  DEP  soldiers,  you  must  place  as  much 
emphasis  on  this  orientation  and  maintenanee  as  you  do  on 
other  enlistment  activities. 

Here’s  a three-step  orientation  program  that  will  assist  you 
in  holding  on  to  these  new  DEP  soldiers  and  help  you  in 
making  your  mission. 


■ You  must  know  that  the  enthusiasm  of  DEP  sol- 
diers largely  determines  if  they  will  fulfill  the 
obligations  of  their  contract. 

This  enthusiasm  is  never  higher  than  immediately  after  en- 
listment. Therefore,  it  is  imperative  that  you  meet  with  the 
DEP  soldiers  and  conduct  their  orientation  to  maintain  this 
enthusiasm,  to  reinforee  this  eommitment  and  decision  to  en- 
list. 

Begin  this  orientation  with  another  sales 
presentation  at  the  reeruiting  station.  The 
JOIN  is  readily  available  to  assist  you.  As  an 
alternative,  consider  going  to  the  soldier’s 
home.  Meet  the  DEP  soldier’s  family  and 
reinforce  the  sale  with  them  too.  There  are 
some  additional  advantages  in  eonducting 
their  presentation  in  the  home.  Ineluding  the 
family  in  this  decision  provides  the  neces- 
sary moral  support  your  DEP  soldier  needs. 

Orientations  in  the  home  also  bring  out  is- 
sues that  may  surfaee  as  problems  weeks  or 
even  months  later.  This  can  allow  issues  to 
be  identified  and  resolved  early.  Beeause  the 
DEP  soldier  has  already  bought  and  made  a 
commitment,  the  fear  of  rejeetion  no  longer 
exists.  You  will  be  more  relaxed  and  this 
resale  assists  the  DEP  soldiers  in  knowing 
the  value  of  an  Army  enlistment. 

Arrange  your  sales  presentation  to  counter  potential  objec- 
tions up  front,  before  they  surface.  This  is  the  time  to  confirm 
with  the  DEP  soldier  why  he  or  she  enlisted.  Knowing  this 
will  assist  you  in  your  future  recruiting  efforts. 

Take  the  time  to  complete  your  DEP  soldier’s  200  Card, 
and  initiate  the  DEP  information  card  at  the  same  time.  Be 
sure  to  establish  follow-up  requirements. 

How  would  you  like  to  have  someone  in  the  heart  of  your 
mtu'ket  who  knows  potential  prospeets  personally?  Someone 
who  knows  who  they  ttre,  where  they  are  and  how  they  think? 

Well,  this  DEP  soldier  is  that  very  someone.  A lot  of  en- 
thusiasm is  there  for  the  new  opportunities  that  have  been 
opened  to  tliis  individual,  and  what  better  time  to  ask  them 
for  their  help;  so,  ask  them  now  for  that  help. 


The  steps . . . 

□ Develop  a bond  of 
trust 

□ Reinforce  the  sale 

n Discuss  the 
Delayed  Entry 
Program 

□ Ask  for  referrals 
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Pro  Talk 


■ Discuss  the  Delayed  Entry  Program. 

The  information  you  share  with  DEP  soldiers  and  their 
families  will  better  prepare  them  for  transition  into  the  Army. 

First,  review  the  contract  the  soldier  received  at  the  time  of 
enlistment.  Explain  the  options,  and  emphasize  the  impor- 
tance of  retaining  these  documents  in  a personal  file.  Then, 
answer  and  clarify  any  questions  or  points. 

Next,  move  on  to  the  Guide  for  New  Soldiers,  and 
TRADOC  Pamphlet  600-2,  Information  for  the  New  Soldier. 
Both  of  these  pamphlets  provide  information  to  motivate  and 
make  DEP  soldiers  more  receptive.  They  also  encourage  the 
DEP  soldiers  to  obtain  referrals  and  help  to  structure  their  ex- 
pectations of  the  Army.  Pay  options,  an  overview  of  basic 
training,  and  several  other  topics  are  also  found  here.  Point 
out  the  different  areas,  and  give  them  instructions  to  read 
these  pamphlets  in  their  entirety. 

Each  recruiting  station  has  the  video  entitled  “Delayed 
Entry  Program”  on  JOIN  and  on  1/2-inch  video  Utpe.  This  is 
an  excellent  tool  to  present  to  DEP  soldiers  and  their 
families.  It  supplements  the  written  materials  they  receive, 
and  it  reinforces  their  decision  to  enlist.  Take  this  video  with 
you  and  use  it  in  your  visits  in  the  home.  A well-prepared 
DEP  soldier  will  ship. 

When  you  have  finished  your  resale  presentation,  you 
asked  your  DEP  soldiers  for  their  help,  they’ve  had  time  to 
think  about  a name  to  give  you.  It’s  time  to  tell  them  why. 

□ Ask  for  referrals. 

Start  with  a mission.  Every  soldier  has  a mission.  And 
when  the  mission  is  accomplished,  the  soldier  experiences 
personal  growth  and  a sense  of  achievement.  As  a recruiter 
you  are  tasked  to  prospect  and  process  enough  qualified  in- 
dividuals to  make  mission  box. 


Your  DEP  soldier  should  also  have  a mission,  and  that  mis- 
sion is  to  give  you  at  least  one  referral  every  month.  Be  sure 
to  give  them  at  least  three  copies  of  the  USAREC  Form  512. 
The  Regular  Army  and  Reserve  components  referral  sheet  is 
for  their  use  in  making  referrals.  Now,  why  should  they  do 
that?  What’s  in  it  for  them? 

First  of  all,  they  can  experience  satisfaction  in  knowing 
that  they  helped  someone  else  achieve  their  goals  with  an 
Army  enlistment,  just  as  they  did. 

But  the  real  satisfaction  comes  when  your  DEP  soldier 
refers  enough  prospects  who  later  enlist,  and  earns  that  first 
promotion.  You  can  capitalize  on  this  by  seeing  that  your 
DEP  soldiers  receive  letters  of  commendation  or  certificates 
of  achievement,  and  by  conducting  DEP  promotion 
ceremonies  to  recognize  their  performance. 

Knowing  that  a high  percentage  of  bona  fide  DEP  referrals 
result  in  an  Army  enlistment,  this  is  an  excellent  tool  for  mis- 
sion box  achievement.  You  have  the  opportunity  to  build 
your  soldiers’  self-esteem  and  show  them  how  they  can  make 
a contribution  in  the  building  of  our  Army. 

This  three-step  program  to  DEP  orientation  and  main- 
tenance cannot  be  accomplished  with  token  30-to-45  minute 
visits  in  the  recruiting  station.  It  could  take  up  to  three  hours 
of  quality  time  with  each  DEP  soldier;  time  spent  sharing, 
mentoring,  guiding  and  training  the  Army’s  best  resource. 

By  using  innovative  ideas,  many  recruiters  have 
strengthened  their  DEP  management  programs,  and  these  ef- 
forts have  contributed  to  their  success.  Your  leadership  as  an 
NCO  is  critical  at  this  time  in  our  history.  These  are  your  sol- 
diers. Take  charge.  Make  it  happen. 

SFC  Frank  Golab,  USAREC  Recruiting  Operations 


Training  Tips 

Each  month  the  Recruiter  Journal  m\\  feature  training  tips.  This  new  feature  is  being  offered  as  a training  tool 
to  assist  in  continued  success  in  recruiting.  This  month’s  training  tips  cover  DEP/DTP  management: 

Question:  Is  maintaining  a successful  DEP/DTP  program  a key  to  continued  success  in  recruiting? 
Answer;  Yes,  by  maintaining  a sound  relationship  with  our  DEP/DTP  soldiers  we  prevent  DEP  losses;  it  is  far 
simpler  to  prevent  a DEP  soldier  loss  than  to  make  up  a loss. 

Here  are  some  of  the  management  tools  at  our  finger  tips  from  which  we  can  work  with  our  DEP/DTP  soldiers... 

■ DEP/DTP  soldier  nianagment  includes  ownership,  72-hour  orientation,  follow-up  procedures,  DEP/DTP  soldier 
functions  and  referrals, 

■ Preparing  the  DEP/DTP  soldier  for  active  duty  must  highlight  techniques  used  in  determining  graduation  status 
and  securing  necessary  transcripts  and  personal  documents. 

■ Following  the  DEP/DTP  soldier  after  they  report  to  active  duty. 

These  are  just  a few  examples  of  what  will  be  featured  in  future  Training  Tips.  Good  recruiting! 
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‘Get  real’ 

Milwaukee  Battalion  gives 
DEP  members  realistic 
training  at  Fort  McCoy 


PVT  Jason  Dolling  “did  more  by 
9 a.m.”  than  his  classmates  at 
Tremper  Senior  High  School  in 
Kenosha,  Wise.,  did  all  day.  He 
learned  the  fine  points  of  the  perfect 
push-up  from  a senior  drill  sergeant, 
assembled  an  M-16,  scrambled 
aboard  an  M60A3  tank,  and,  from  a 
hilltop,  observed  live-fire  target  exer- 
cises on  a tank  range. 

Dolling,  18,  joined  the  Delayed 
Entry  Program  in  January  1990 
during  his  senior  year.  This  DEP 
event  held  at  Fort  McCoy,  Wise.,  in 
April  was  one  of  several  Army  train- 
ing sessions  he  attended  before  he 
entered  basic  training  at  Fort  Dix, 
N.J.,  in  July.  By  then,  PVT  Dolling 
had  already  met  half  a dozen  drill  in- 
structors, done  hundreds  of  push-ups, 
marched  in  formation  and  eaten 
Meals  Ready-to-Eat. 

“1  admit  I was  a little  nervous 
about  the  reaction  to  a DEP  event  of 
this  magnitude,”  said  CPT  Shayne 
Crowley,  New  Berlin  Company  com- 
mander. “It  was  a long  day  for  these 
kids  — they  were  in  the  company  of 
a drill  sergeant  from  morning  till  six 
that  night. 


New  Berlin  Company  DEP  members  (PVT  Jason  Dolling,  far  right),  meet  their 
drill  sergeants  for  the  day.  (Photos  by  Carol  Haubrich) 
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“But  on  the  way  home  we 
talked  to  them  on  the  bus  before 
they  fell  asleep  — most  of  them 
did  by  about  7:30  — there 
wasn’t  a single  negative  com- 
ment,” Crowley  said.  “They 
were  all  excited  and  the  ones 
who  were  shipping  soon 
couldn’t  wait  to  go. 

“We  didn’t  have  a single 
DEP  loss  from  that  event,  out  of 
a hundred  DEP  members.  I 
can’t  say  for  sure  how  many 
referrals  came  from  that  day  at 
Fort  McCoy,  but  we  still  have 
people  coming  in  saying  they 
heard  about  it.” 

SEC  Arnold  Groehlcr  was 
one  of  four  drill  sergeants  from 
the  84th  Training  Division  at 
the  Fort  McCoy  DEP  function. 
“We  want  to  give  [them]  a real 
idea  of  what  basic  training  is  all 
about,”  he  said.  “We  give  them 
a chance  to  prepare  in  advance. 
We  taught  them  the  standards 


SSG  Eric  Palmer  from  the  84th  Training  Division,  Milwaukee,  addresses  the  DEP 
members  at  Fort  McCoy. 


DEP  members  examine  an  M60A3  tank  at  Ft.  McCoy,  Wise. 
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Lunch  at  Fort  McCoy  is  an  assortment 
of  Meals,  Ready-to-Eat. 


for  passing  a PT  test,  demonstrated 
how  to  do  a push-up  correctly  and 
the  number  of  push-ups  one  must  be 
able  to  do.” 

“At  that  function,  within  an  hour. 
I’d  say,  they  had  picked  up  on  the 
drill  and  ceremonies  training,” 
Grochlcr  said.  “They  were  doing  the 
position  of  attention  and  the  rest  posi- 
tion, facing  movements  from  the 
halt,  the  30-inch  step  and  marching 
movements.  You  just  have  to  work 
with  the  kids,  get  them  to  repeat  the 
moves  over  and  over.  They  pick  up 
on  it.  We  arc  very  clear  in  our  in- 
struction and  to  the  point.” 

Grochlcr  says  he  notices  a dif- 
ference in  the  recruits  he  receives 
since  the  Army  has  emphasized 
quality.  “They  arc  learning  faster 
compared  with  years  past  when  I was 
first  a drill  sergeant.” 

“We  dispelled  a few  myths  that 
day,”  Grochlcr  said.  “Generally,  new 
recruits  fear  basic  training.  They  see 
the  way  the  media  portrays  the  drill 
sergeant.  But  the  kids  saw  that  we 
arc  teachers,  and  not  there  to  luu'ass 
them.” 

A week  into  basic  training  at  Fort 
Dix,  N.J.,  PVT  Dolling  wrote  to  his 
recruiter,  SGT  James  Grenier:  “Our 


drill  instructor  makes  us  do  push-ups  when  we  do  everything  wrong 
(which  seems  to  be  all  the  time),  but  I can  handle  it. . . Tomorrow  I’m 
going  to  the  physical  fitness  evaluation  test.  I’m  told  I have  to  do  42  sit- 
ups,  39  push-ups  and  a two-mile  run  in  less  that  15  minutes.  I think  I’ll 
survive  with  no  difficult  problem.” 

When  he  returned  home  on  leave.  Dolling  told  his  former  classmates 
that  basic  training  was  “a  piece  of  cake.” 

“It’s  not  as  bad  as  I had  expected,  nothing  to  be  afraid  of,”  he  said. 
Dolling  is  now  at  Fort  Devens,  Mass.,  attending  a year-long  training  in 
his  Army  specialty,  electronic  warfare  intercept  aerial  sensor  repair. 


A DEP  member  practices  assembly  and  maintenance  of  an  M-16. 
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SFC  Arnold  Groehler  hits  the  ground  to  demonstrate  the  push-up,  while  SSG 
Eric  Palmer  explains  the  fine  points  to  DEP  members. 


“The  training  I got  as  a DEP  member  helped  a lot,”  Dolling  said. 
“Especially  the  physical  training  and  learning  the  maintenance  and  as- 
sembly of  the  M-16. 1 felt  I had  a head  start  at  basic.” 

Diane  Richardson 


PVT  Dolling  learns  his  specialty,  MOS  33V,  at  Fort  Devens,  Mass.  (Photo  by 
Norma  Murphy) 


How  to .. . 

Make  the  most  of 
a DEP  function. 

“If  s got  to  be  fun.  After  all,  one  of 
the  purposes  of  a DEP  function  is  to 
get  referrals.  If  it  doesn’t  sound  like 
fun,  DEPs  won’t  invite  their  friends.” 
CPT  Shayne  Crowley  says  the  New 
Berlin  (Wise.)  Recruiting  Company 
got  a lot  of  mileage  from  the  DEP  trip 
to  Fort  McCoy  in  April,  but  recog- 
nizes ail  DEP  functions  can’t  be  that 
extravagant. 

■ “Make  it  interactive.  These  kids  are 
too  smart  to  stay  interested  in  a 
simple  class  on  rank  or  military 
time.  It  only  takes  a few  minutes.  In- 
stead, some  recruiters  tell  DEP 
members  to  study  a section  of  the 
DEP  book  for  a quiz  at  the  next 
meeting.  Then  spend  a few  minutes 
testing  them.  Make  it  competitive. 

■ “Bring  in  a new  soldier  back  after 
basic,  one  of  their  peers.  Let  them 
ask  questions. 

■ “Sign  out  equipment  from  a Reserve 
center.  There’s  nothing  like  hands- 
on  training  with  gas  masks  or  chemi- 
cal suits. 

■ “Drill  and  ceremony  works  every 
time.  They  never  learn  all  the 
moves,  so  it  doesn’t  get  boring.  But 
recruiters  need  to  practice  first  if 
they  haven't  done  it  for  awhile. 

As  far  as  the  Fort  McCoy  all-day 
extravaganza,  Crowley  says,  “It  was 
a major  headache.  There  was  the  ini- 
tial fear  we’d  scare  DEP  members  or 
turn  them  off,  then  we  had  to  beg 
and  borrow  vans  and  set  the  whole 
thing  up.  Plus  it  took  a whole  Satur- 
day of  the  recruiters’  time. 

“But  it  was  fun  for  the  recruiters 
too,  being  on  an  Army  post  again. 

And  it  really  did  pay  off.  They’re  still 
talking  about  it  in  the  schools," 
Crowley  said.  “I  recommend  to 
anyone  considering  a massive  DEP 
function  on  a training  site  — go  for 
it." 
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From  the  stars 
to  the  stations 


Computer  software  offers  more  than  a 
bird’s-eye  view  of  recruiting  stations 
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Using  Mapinfo  computer  software,  USAREC’s  Program  Analysis  and  Evaluation  Directorate  can  analyze  data  from  across  the 
country,  down  to  states,  counties,  and  into  the  individual  recruiter’s  zone. 
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T 


he  first 
image,  a 


skeleton  of 
the  northeastern 
United  States, 
lights  up  the 
screen  in  the 
darkened  room. 

An  axis  appears, 
wavers,  hones  in 
on  an  area  near 
the  center  of  the 
map  and  stops. 

The  zero  point 
stretches  into  a 
box  and  click! 

That  segment  is 
magnified,  filling 
the  screen  with 
three  square 
miles  in  Sutton 
County,  New  Hampshire. 

Hone  in,  pinpoint,  click 
again.  The  distance  across 
the  screen  is  now  a 
hundredth  of  a mile  — 
about  50  feet  of  Main  Street 
in  Grover’s  Corners,  N.H. 

“Our  Town,”  the  classic 
American  play,  was  written 
before  the  word  “software” 
could  be  found  in  the  dic- 
tionary. Thornton  Wilder 
described  the  enlighten- 
ment of  a boy  named 
George  when  he  saw  a letter 
addressed  to  The  Crofut 
Farm,  Grover’s  Corners, 

Sutton  County,  New 
Hampshire,  United  States  of  America,  Continent  of  North 
America,  Western  Hemisphere,  the  Earth,  the  Solar  Sys- 
tem, the  Universe,  the  Mind  of  God. 

Now  with  the  aid  of  technology  — Mapinfo  software, 
in  particular  — any  dot  on  the  map  can  be  put  in  perspec- 
tive, from  neighborhood,  to  region,  to  nation,  to  the 
world.  For  SGT  George  Recruiter,  the  progression  goes 
from  zip  code,  to  recruiting  station,  to  company,  to  bat- 
talion, to  brigade,  to  the  United  States  of  America. 

“We  can  actually  project  out  to  a world  map,  but  not 
in  complete  detail,”  said  CRT  David  Reaves,  market 
analyst.  Program  Analysis  and  Evaluation,  USAREC. 
“You  can  see  Kuwait  and  the  Soviet  Union  as  countries, 
but  not  much  more.  But  the  Mapinfo  has  the  capability  to 
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accept  blueprints,  so  you  could  actually  use  it  to  zoom 
from  the  whole  world  down  to  a bolt  in  your  kitchen.” 

For  four  years  the  Market  and  Mission  Division  of 
Program  Analysis  and  Evaluation  Directorate  at 
USAREC  has  used  the  capabilities  of  Mapinfo  to  deter- 
mine Recruiter  Zone  Analysis. 

By  adding  more  data  and  defining  additional  vari- 
ables, the  same  software  was  adapted  to  pinpoint  which 
recruiting  stations  to  close  during  the  recent,  budget- 
guided  build-down. 

“What  we  did  was  a special  build-down  recruiter  zone 
analysis,”  Reaves  said.  “Everything  about  RZA  applies 
to  build-down.” 

But,  in  addition  to  all  the  market  data  used  for  RZA 
(17-to-21 -year-old  male  population,  high  school  grads 
within  the  past  two  years,  previous  production,  number 
of  high  schools,  to  name  a few),  cost  per  contract  and 
distance  from  nearest  recruiting  station  were  added  to  aid 
build-down. 

First,  Reaves  said,  they  sorted  recruiting  stations  in 
order  of  lease  cost  per  contract.  “We  listed  the  most 
expensive  recruiting  stations  and  asked  brigades  and  bat- 
talions for  any  objections  to  closing  those  particular  sta- 
tions. They  sent  back  alternate  proposals  and  we 
reworked  the  plan.” 

The  computer  detail  of  a battalion  area  sparkles  with 
multi-colored  stars,  each  representing  a recruiting  station, 
shaded  by  size.  Zero  in  on  one  of  these  stars,  click  to 


‘We’re  in  the  tedious 
business  of  rebuilding 
from  the  bottom  up’ 


magnify  and  the  screen  changes.  Blue  state  boundaries 
disappear,  replaced  by  red  zip  code  boundaries.  An  insert 
lists  the  recruiting  station  ID,  station’s  name,  and  number 
of  recruiters.  Tap  a key  and  a list  of  production-cost 
figures  for  that  station  appears.  Tap  again,  and  learn  the 
distance  to  the  next  nearest  recruiting  station. 

Any  doubts  about  the  wisdom  of  closing  a particular 
station  could  be  doublecheckcd  by  this  process.  “The 
stations  headed  for  closure  have  been  decided,”  Reaves 
said.  “Now,  with  the  help  of  the  battalion  and  brigade 
operations,  we’re  in  the  tedious  business  of  rebuilding 
battalions  from  the  bottom  up,  by  zip  code.” 

Conveniently,  Mapinfo  software  does  recognize  zip 
cale  areas.  So,  although  USAREC  does  not  respect  state 
lines  when  detemiining  battalions,  battalions  can  be  built 


‘The  goal  is  to  make 
sure  every  recruiter  gets 
a fair  share’ 


using  Mapinfo  by  starting  with  zip  codes. 

Zip  codes  are  assigned  to  recruiters,  then  recruiting 
station  areas  are  built.  “The  goal  is  to  make  sure  every 
recruiter  gets  a fair  share,”  Reaves  said. 

Mapinfo  also  recognizes  counties,  a valuable  unit  for 
USAREC  because  much  marketing  data  is  available  by 
county.  “It  would  be  even  better  if  the  map  were  divided 
by  school  district,”  Reaves  said.  “But  counties  are  useful 
because  rarely  does  a school  district  cross  a county  line.” 

After  building  upward  in  this  fashion,  current  battalion 
boundaries  may  be  adjusted. 

“The  guidelines  we’re  using  are  no  more  than  seven 
recruiters  per  station,  20  recruiters  per  company,  and  five 
companies  per  battalion,”  Reaves  said. 

First  and  6th  Brigade  territories  should  be  determined 
by  the  end  of  December.  The  rest  — 2d,  4th  and  5th 
Brigades  — should  be  determined  by  March  and  imple- 
mented by  July. 

Reaves  says  he  sometimes  hears  complaints  from  the 
field  that  USAREC’s  production  numbers  don’t  match 
local  reports.  “Our  numbers  are  only  as  good  as  the  data 
we  feed  in,”  he  said.  “If  companies  are  making  on-the- 
spx)t  zip  code  adjustments,  our  numbers  will  not  reflect 
reality.  Also,  we  get  our  stats  from  MEPCOM.  If,  for 
instance,  an  applicant  works  with  a recruiter  in  his  current 
zip  code  but  gives  a different  home  of  record  when 
enlisting,  there  will  be  a discrepancy.” 

Reaves  did  a “mapping  show”  for  the  battalion  com- 
manders in  November,  illustrating  the  logic  behind  the 
build-down.  Their  questions  were  answered  on  the 
screen,  by  zooming  in  on  a recruiting  zone  and  reviewing 
the  stats. 

“The  RZA  is  an  ongoing  process.  Zip  codes  change, 
demographics  change.  We’re  ultimately  trying  to  help 
recruiters  achieve  their  best  chance  of  success,”  Reaves 
said. 

Technology  in  this  case  seems  to  enhance  the  in- 
dividual. No  one  can  deny  his  place  in  the  big  picture  after 
seeing  his  neighborhood  expand  by  degree  to  become  the 
world.  Astronomers  now  have  the  tools  to  map  the 
universe,  tliey  say,  and  have  accomplished  a fraction  of 
that  task.  If  it’s  any  comfort,  recruiters  may  someday  see 
tlicir  zip  code  area  become  part  of  the  Milky  Way. 

Diane  Richardson 
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The  vision 


“If  you’re  successful  at  what  you’re  doing  and  you  keep  doing  it  the  same  way,  eventually  you  will  fail.” 
— James  A.  Belasco,  author  of  Teaching  the  Elephant  to  Dance. 

“Success  isn’t  final.”  — Don  Shula,  Miami  Dolphins  head  football  coach. 


Quality  was  USAREC’s  vision  of  the  1980s.  It  is  now 
a reality.  But  those  looking  ahead  into  the  next  decade  see 
change  as  the  lifeblood  of  the  1990s.  Resources  are  cut 
already  and  more  reductions  can  be  expected.  Quality  is 
no  longer  a goal — it  is  a requirement.  To  succeed  in  the 
future,  the  methods  of  the  past  will  not  suffice. 

Taking  the  cue  from  history  and  the  giants  of  industry, 
USAREC  has  a vision  for  the  future  based  on  quality, 
efficiency  and  integrity. 

During  the  decade  of  the  1990s,  we  want  the  Army 
to  become  the  service  of  choice  for  America’s  youth 
and  employers.  When  people  think  military,  they  will 
think  Army  because  we  have  so  much  to  offer. 

Employers  will  seek  Army  alumni  because  they  will 
know  they  have  the  attributes  they  desire;  intelligent, 
hard-working,  reliable,  disciplined,  with  a sense  of 
responsibility. 

As  we  spread  the  word,  the  job  will  become  easier, 
quality  of  life  will  improve  and  the  nation  as  a whole  will 
benefit. 

A great  organization  must  be  motivated  by  more  than 
the  bottom  line.  It  must  rest  on  a foundation  of  values. 

Respect  for  people  is  integral.  People  accomplish 
goals;  machines  are  merely  tools.  People  don’t  join  the 
Army,  they  are  the  Army. 

Integrity  is  necessary  in  all  operations.  Trust  both 
inside  and  outside  the  organization  magnifies  your  chan- 
ces of  success.  People  enjoy  being  with  a great  organiza- 
tion and  you  can’t  have  a great  organization  without 
integrity. 

What  USAREC  must  accomplish  in  the  1990s: 

We  must  provide  the  strength:  the  right  numbers,  the 
right  quality  and  the  right  MOS,  according  to  the  Army’s 
needs. 

We  will  increase  our  market  share  of  quality  recruits. 
There  is  always  room  to  improve.  We  will  do  it  by 
providing  a better  product. 

We  will  increase  employer  awareness  of  the  value  of 
Army  alumni.  We  have  already  begun  by  mailing  “Ex- 
perience for  Hire”  to  70,000  corporate  executive  officers 
and  over  300,000  corporate  human  resource  managers.  It 
describes  the  attributes  of  employees  with  Army  training: 
two  out  of  three  are  above  average  mentally;  they  are 
motivated,  trainable,  reliable;  they  show  up  to  work  and 
get  the  job  done. 

We  will  be  the  ‘best  in  class’  in  several  areas: 

■ People  are  the  organization.  We  will  continue  to 
look  for  the  best. 

■ Enlistment  options  — we’ve  got  the  most  attrac- 
tive menu  now,  but  we  can’t  rest,  we  must  con- 


tinue to  look  for  new  ones; 

■ Marketing  and  advertising  — despite  budget  cuts 
we’ll  continue  to  target  our  market  with  precision; 

■ Accession  processing  — the  entire  system  will  be 
inspected  with  an  eye  to  reducing  time  and  cost; 

■ Service  to  customers  — quality  and  timeliness  for 
all,  including  our  internal  organization. 

Because  of  the  enormous  pressure  on  resources, 
USAREC  must  reduce  production  cost.  The  Office  of 
the  Secretary  of  Defense  is  now  setting  up  a system  to 
compute  the  cost  per  contract  in  each  of  the  services.  Our 
objective  is  to  achieve  the  lowest  cost  through  greater 
efficiency. 

USAREC  will  be  integral  in  the  future  transition  of 
Army  alumni  into  the  civilian  community.  Through  the 
far-reaching  influence  of  recruiters’  COIs  and  general 
officers’  presentations  to  organizations,  we  will  recruit 
employers  to  support  the  Army  Career  and  Alumni  Pro- 
gram organization.  ACAP’s  data  base  will  match  quality 
soldiers  to  local  USAR  and  NO  units,  quality  employees 
with  local  industry,  quality  students  with  colleges. 

How  will  we  do  it?  By  improving  our  own  quality 
product  in  a number  of  ways. 

■ A higher  percentage  of  enlistment  packets  will  be 
complete  when  they  reach  MEPS.  Attention  to 
detail  and  quality  control  will  improve  the  conver- 
sion rate. 

■ DEP  sustainment  will  reach  an  all-time  high. 

Since  it  takes  less  energy  and  resources  to  sustain 
than  recruit,  this  too  will  be  a cost-cutter. 

■ Processing  time  will  be  reduced.  People  don’t 
like  to  stand  in  line.  A complete  review  of  the 
processing  system  will  reveal  areas  for  improve- 
ment. 

■ Teamwork  will  accomplish  change  and  improve- 
ment. Without  it,  even  with  superstars,  we  can’t 
accomplish  much. 

■ Small,  continuous  improvement  over  time  will  be- 
come significant.  You  don’t  sustain  success  over 
time  with  a quick  fix.  Take  the  long  view. 

Our  role  of  the  future  will  go  beyond  bringing  people 
into  the  Army.  After  they  are  trained  and  have  a meaning- 
ful experience,  we’re  going  to  help  those  folks  transition 
back  into  the  private  sector.  Army  alumni  will  leave  with 
a good  feeling,  that  we  want  to  help  them  get  that  job. 
This  leads  back  to  our  key  belief,  respect  for  people. 
Because  we  w ill  always  act  with  respect  for  people,  we 
will  be  respected  in  turn. 
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The  Test 


1.  The  target  market  for  recruiting  is  the  segment  of  the 
population  between  ages  17  and  34.  Recruiting  efforts 
must  be  concentrated  on  the  critical  and  quality  portion  of 
this  market,  which  is: 

A.  HSDG  andHSSRin  TSC1-3A,  17  to  21  years  old. 

B.  GSMA  and  GSFA  in  TSC  1 -3A,  1 7 to  21  years  old. 

C.  HSDG  and  HSSR  in  TSC  1 -3A,  1 7 to  34  years  old. 

D.  GSMA  and  GSFA  in  TSC  1-3A,  17  to  34  years  old. 

2.  Our  prospects  have  certain  goals  they  want  to  ac- 
complish. The  division  of  these  goals  is  called  the  dual 
market  segmentation.  The  dual  market  segmentation  in- 
cludes the  following: 

A.  Desires  to  attend  college  or  to  continue  education. 

B.  Desires  to  get  a job  or  to  continue  education. 

C.  Desires  to  get  a job  or  to  enlist  in  the  U.S.  Army. 

D.  Desires  to  attend  college  and  take  ROTC. 

3.  Salesmanship  is  defined  as  the  art  and  science  of  per- 
suading people  to  accept , , or . 

A.  Monthly,  quarterly,  or  annual  mission. 

B.  An  idea,  service,  or  product. 

C.  A challenge,  a benefit,  or  a feature. 

D.  An  idea,  an  agreement,  and  a benefit. 

4.  It  has  been  said  that  20%  of  the  world’s  salesmen  sell 
80%  of  the  world’s  products.  Why? 

A.  Because  20%  of  the  salesmen  are  more  educated. 

B.  Because  the  20%  have  a better  product  to  sell. 

C.  Because  the  majority  of  the  salesmen  make  basic,  com- 
mon mistakes  that  keep  them  from  being  successful. 

D.  Because  only  20%  of  the  salesmen  have  PMA. 

5.  Always  close  or  terminate  a sales  interview  on  a posi- 
tive note.  Which  of  these  key  points  should  you  make 
work  for  you? 

A.  Know  when  to  listen  and  when  to  sell. 

B.  Continually  reinforce  your  credibility. 

C.  Always  keep  your  prospect’s  goals  and  needs  in  mind. 

D.  Keep  positive  no  matter  what.  Everyone  must  be  a satis- 
fied customer,  sold  or  not. 

E.  All  of  the  above. 

6.  Recruiters  will  provide  an  orientation  on  contractually 
guaranteed  Army  programs  to  each  DEP  and  DTP  enlistee 

not  earlier  than and  not  later  than following 

enlistment. 

A.  2 working  days;  7 working  days. 

B.  2 working  days;  10  working  days. 

C.  3 working  days;  7 working  days. 

D.  3 working  days;  1 0 working  days. 

7.  DTP  followup,  in  the  case  of  split  training  option  enlis- 
tees, is . 

A.  Once  a month  after  the  individual  ships  to  BT. 

B.  Once  a quarter  after  the  individual  ships  to  BT. 

C.  Conducted  every  two  weeks  until  lADT  is  completed. 

D.  Bi-monthly  until  BT  and  AIT  are  completed. 

8.  Nursing  schools  within  the  recruiter’s  zone  are 
categorized  by  the  recruiting  company  commander  into 
one  of  two  priorities.  Those  priorities  are: 

A.  Productive  schools  and  bachelor  of  science  in  nursing 
and  higher  nursing  schools. 


B.  Historically  unproductive  schools  and  other  nursing 
schools. 

C.  Both  A and  B. 

D.  None  of  the  above. 

9.  Face-to-face  prospecting  is  any  activity  that  provides 
face-to-face  contact  with  the  general  public  for  the  pur- 
pose of  obtaining  appointments. 

A.  True. 

B.  False. 

10.  Recruiters  will  post  ASVAB  service  printout  results 

to  appropriate  LRL  lAW  USAREC  Reg  350-6,  appendix  D. 
All  efforts  are  to  be  directed  at  contacting  Senior  Female 
TSC  1-3A  and  Senior  Male  TSC  1-3A  and  3B  within , 

A.  5 working  days. 

B.  72  hours  of  receipt  of  the  results. 

C.  5 calendar  days. 

D.  7 calendar  days. 

11.  The  recruiter’s  daily,  weekly,  and  monthly  prospect- 
ing requirements  will  be  dictated  by  the  RS  commander 

based  upon  the  recruiter’s , , and , 

utilizing  the  recruiter  workplan  (USAREC  Fm  635). 

A.  Mission;  requirements;  population. 

B.  Market;  population  density;  skills. 

C.  Experience;  production  history;  conversion  data. 

D.  Market;  mission  box  requirements;  conversion  rates. 

1 2.  In  successful  selling,  the  five  sales  skills  are:  estab- 
lish rapport,  determine  needs  and  interests,  determine 
qualifications,  present  features  and  benefits,  close  and 
handle  objections.  What  are  the  five  critical  tasks? 

A.  The  same  as  the  five  sales  skills. 

B.  Prospecting;  sales  presentations;  processing;  DEP/DTP 
maintenance;  follow-up. 

C.  Prospect!  Prospect!  Prospect!  Prospect!  Prospect! 

D.  Prospect;  determine  needs  and  interests;  qualify; 
process;  follow  up. 

13.  Focusing  on  Army  features,  options,  and  programs 
that  have  a direct  bearing  on  the  prospect’s  goals,  needs, 
wants,  and  desires  is  a part  of  which  of  the  five  sales 
skills? 

A.  Presenting  features  and  benefits. 

B.  Closing  and  handling  objections. 

C.  Prospecting. 

D.  Determining  needs  and  interests. 

14.  Recruiters  will  strive  to  ensure  that  each  and  every 
DEP  and  DTP  member  achieves  some  sort  of  DEP  and 
DTP  referral  award  prior  to  shipment. 

A.  True. 

B.  False. 

1 5.  Hospitals  are  categorized  by  the  RS  commander  for 
nurse  recruiters  into  three  priorities  based  on  actual 

market  data.  Priority  1 hospitals  have or  more  beds 

and  must  be  visited  at  least . 

A.  500;  once  per  month. 

B.  250;  once  per  month. 

C.  500;  once  per  quarter. 

D.  250;  once  per  quarter. 

(Answers  will  appear  in  next  month’s  Recruiter  Journal.) 
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The  way  I see  it... 

Vision  implies  change.  Change  is  upon  us.  We  are  better  off  to  participate  in  change  and  to  help  shape  it  than  to  be 
dragged  along  by  change.  You  can  help  shape  the  future  and  make  it  better.  You  know  your  job  better  than  anyone.  What 
are  your  ideas  for  improving  operations?  Share  them  on  the  space  below  and  mail  this  according  to  the  instruction  on 
the  back  of  this  form,  postage  free.  Please  be  as  detailed  as  possible  when  citing  examples  for  improvement.  Recruiters, 
support  staff  and  family  members  are  encouraged  to  use  this  space  to  voice  ideas  and  concerns.  If  you  desire  a direct 
response  to  your  comments  or  suggestions,  please  include  your  name  and  address.  Names  are  not  required. 


Teamwork:  Working  together  as  a team  we  can  accomplish  more  than  working  as  individuals.  Share  your  vision 
for  the  future  of  the  U.S.  Army  Recruiting  Command.  All  forms  are  mailed  to  and  received  directly  by  the  U.S.  Army 
Recruiting  Command  Chief  of  Staff,  Fort  Sheridan,  III. 
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Fold  here  first 


Recruiter  savvy 

Recruiters  are  adjusting  to  changes  in  the 
market  caused  by  Operation  Desert  Shield 


Operation  Desert  Shield,  the  Allied  and  U.S. 
military  deployment  to  Saudi  Arabia,  has 
changed  the  recruiting  environment  and 
recruiters  are  beginning  to  adjust. 

The  Program  Analysis  and  Evaluation  Directorate  at 
Headquarters,  USAREC,  is  looking  for  trends  in  the 
market.  According  to  CPT  Gary  Minadco,  their  research 
points  out  that  recruiters — to  make  mission  within  the 
current  marketing  environment — must 
make  more  appointments  to  clinch  a con- 
tract. It  also  shows  that  more  prospects 
must  test  to  get  a conU'act. 

PAE  found  that  the  production  system 
is  showing  a new  profile  with  lower  con- 
version rates  since  the  gulf  crisis.  Using 
a forecasting  technique  based  on  two 
years  worth  of  recruiting  data,  in  the  next 
few  months  PAE  predicts  that  the 
“average”  recruiter  may  need  to  make 
12.6  appointments  to  sign  up  an  ap- 
plicant. He  may  also  need  3.3  applicants 
to  test  to  get  one  contract.  Without 
Operation  Desert  Shield  factored  in, 
recruiters  could  have  expected  to  get  that 
contract  with  only  nine  appointments 
made  and  two  people  testing. 

“The  work  effort  is  up,  and  recruiters  are  adjusting.  We 
find  that  up  front,  recruiters  are  working  harder  to  make 
the  conU'act.  Just  as  we  expected,  the  recruiting  force  is 
adjusting  and  we  are  seeing  the  results  in  December.  They 
are  adapting  their  sales  presentations  to  overcome  objec- 
tions that  may  arise  with  this  current  situation,”  Minadeo 
said. 

Minadeo  said  that  “parental  heat”  may  be  the  factor 
most  affecting  recruiters’  efforts  right  now.  “We  know 
parents  can  directly  influence  the  enlistment  actions  of 
17-ycar-olds.  But  we  find  parents  also  have  considerable 
influence  over  the  actions  of  their  children  18-to-24  years 
old,”  he  said.  “Recruiters  should  not  underestimate  the 
strength  of  the  parental  relationship,  even  with  adult 
children.” 

Earlier  research  shows  that  parents  of  soldiers  who 
enlist  are  usually  very  supportive.  To  get  that  support 
now,  recruiters  must  involve  the  parents  in  the  recruiting 


process  very  early  on.  “This  is  the  time  for  more  face-to- 
face  contact,”  Minadeo  said.  “You  don’t  want  to  be 
talking  to  parents  on  the  phone  while  they  are  watching 
CNN.  Recruiters  need  to  build  rapport  with  parents.  And 
they  need  to  maintain  that  rapport  with  parents  of  DEP 
members.” 

Parents  who  are  not  at  first  comfortable  with  the  idea 
of  their  son  or  daughter  enlisting  may  be  willing  to  let 
their  child  take  the  ASVAB  if  the 
benefits  of  the  test  alone  are 
stressed.  This  gives  the  recruiter 
time  to  establish  that  critical 
relationship  with  the  parent  and  the 
applicant.  The  next  step  would 
then  be  to  get  an  agreement  for  the 
child  to  take  the  physical  to  sec  just 
what  jobs  he  would  qualify  for.  By 
breaking  the  enlistment  commit- 
ment into  smaller  steps,  parents 
have  time  to  become  more  com- 
fortable with  the  idea.  This  is  not 
the  time  for  hard  sell,  Minadeo  ex- 
plained. After  the  test  and  physical, 
the  bonus  becomes  more  real,  and 
the  benefits  begin  to  carry  weight. 
Though  it  may  seem  like  a 
buyer’s  market  right  now,  Minadeo  stressed  that  a large 
quality  pool  is  building.  “There  are  young  people  out 
there  who  may  be  hesitant  right  now,  but  they  recognize 
the  benefits  of  joining  the  Army.  They  don’t  think  the 
Army  is  a bad  thing.  They  know  about  the  help  for 
education  and  the  skills  training.  Those  needs  still  exist,” 
he  said. 

He  also  stressed  that  recruiters  must  be  careful  to 
balance  between  keeping  contact  with  that  pool  of  poten- 
tial applicants  and  not  alienating  them.  “We  can’t  be 
pests.  Recruiters  should  be  sure  that  kids  and  parents 
know  that  their  opinions  are  respected.  You  don’t  want 
to  make  parents  feel  they  must  justify  their  opinions  or  be 
made  to  feel  unpatriotic.  Recruiters  need  to  use  their 
communication  skills  to  present  information  to  parents 
withoutdamaging  needed  rapport,”  he  added.  “Again,  the 
way  to  do  that  is  face  to  face.” 

Barbara  Sorensen 


‘We  find,  up  front, 
recruiters  are 
working  harder  to 
make  the  con- 
tract and  they  are 
adjusting  as 
expected’ 
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Recruiters  will 
tell  you  they 
are  handling 
Operation 
Desert  Shield 
head  on  — as 
only  one  of 
many  issues 
on  prospects’ 
minds 


The  desert 
& recruiting 


The  biggest  Allied  military  deploy- 
ment since  World  War  II  may 
have  disrupted  business  as  usual  for 
many  around  the  globe.  But  U.S.  Army 
recruiters  say  that  Operation  Desert 
Shield  is  not  driving  their  train. 

Findings  from  a recent  informal  sur- 
vey of  80  recruiting  stations  across  the 
command  shovv'cd  that  recruiters  do  not 
feel  a tremendous  impact  from  Opera- 
tion Desert  Shield  on  their  ability  to 
recruit.  Members  from  the  command’s 
Recruiting  Operations  and  Program 
Analysis  and  Evaluations  directorates 
and  the  Inspector  General  Office  con- 
ducted the  survey.  The  conclusion,  ac- 
cording to  SFC  Rodney  Campbell, 
from  Recruiting  Operations  Training 
Division,  vv'as  that  recruiters  do  not  see 
Operation  Desert  Shield  as  a big  prob- 
lem, but  more  as  another  possible  ob- 
jection to  overcome. 

Campbell  said  that  recruiters  and  sta- 
tion commanders  are  realistic  about  the 
effect  of  Operation  Desert  Shield  on 
recruiting.  “They  report  that  Desert 
Shield  is  only  one  of  many  issues  on 
the  minds  of  prospects.  Recruiters  will 
tell  you  that  they  are  handling  the  issue 
straight  on,”  he  said. 

According  to  Recruiting  Operations, 
the  following  traits  spell  success  for 
recruiters  as  they  adapt  to  the  current 
recruiting  environment: 

□ Hit  the  Desert  Shield  issue  head 
on. 

□ Be  honest. 

□ Encourage  DEP  members  and 
applicants  to  watch  the  news. 

□ Emphasize  station-level  training 
and  increase  team  recruiting  of 
experienced  and  new  recruiters. 

□ Get  hack  to  the  basics  — espe- 
cially face-to-face  prospecting. 


Regular  Army  recruiter  SSG  David 
Lindsay,  of  the  Lincoln  Center  Recruit- 
ing Station,  said  he’s  been  able  to 
make  quality  mission.  “December  has 
been  a good  month.  I’m  seeing  in- 
creased interest  from  I-IIIA  seniors.” 
The  gold  badge  recruiter  said  he  just 
enlisted  a grad  female  who  wanted  to 
ship  right  away.  “Obviously,  these 
people  know  they  are  not  joining  the 
Boy  Scouts,  and  they  are  still  making 
the  commitment.  They  believe  in  what 
they  are  doing,”  he  said. 

Lindsay,  an  artilleryman,  who 
knows  many  soldiers  from  his  former 
unit  now  deployed  to  Saudi  Arabia,  is 
willing  to  go  himself  and  thinks  that  at- 
titude helps  when  talking  to  prospects. 
“I  would  like  to  be  in  the  desert 
myself,  but  I understand  the  job  I’m 
doing  here  too,”  he  said. 

Reserve  recruiter  SFC  Alfred  King, 
Tempe  Recruiting  Company,  Phoenix 
Batuilion,  has  made  some  adjustments 
in  his  recruiting  efforts  and  it’s  paying 
off.  “Some  kids  are  scared,  some  don’t 
really  know  what’s  going  on,  and  some 
go  for  the  gusto.  People  are  people.  No 
matter  what  situation,  not  everyone  is 
going  to  react  the  same.  It’s  back  to  the 
basics.  Listen  to  what  the  prospect  is 
saying  and  be  ready  to  handle  the 
tough  questions.  That  means  staying  in- 
formed yourself. 

“1  believe  in  being  candid  and 
honest  — stating  the  obvious  that  we 
are  all  concerned  about  the  prospects 
of  war,  and  the  talk  of  poisonous  gas. 
But  if  someone  reacted  to  their  worst 
fears  all  the  time,  no  one  would  get 
anything  done.  I try  to  put  things  in 
perspective. 

“There  are  some  wrinkles  in  every 
situation,  but  a person  must  decide 
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whether  the  benefits  are  important  to 
them — people  still  need  what  the  Army 
experience  offers  and  this  is  an  objec- 
tion that  can  be  overcome.  I’m  work- 
ing harder  to  do  that,”  he  said. 

In  the  beginning  of  December  King 
recruited  two  high  grads;  one  will 
report  right  after  Christmas,  the  other 
right  after  the  new  year.  “People  want 
to  go  Airborne  ranger.  But  others  are 
concerned,”  he  said. 

A number  of  Reserve  units  in  King’s 
area  have  been  mobilized  and  he  has 
gotten  mixed  reactions.  “We  had  hospi- 
tal and  transportation  units  deploy.  A 
sister  of  one  female  soldier  who  was 
deployed  really  didn’t  like  me  much 
when  I showed  up  to  check  on  her 


sister.  But  we  talked,  and  I think  she 
began  to  understand  that  it  was  her 
sister’s  choice.  Families  and  parents 
are  important  to  recruiting.  I’ve  made  a 
point  of  keeping  in  contact.  It  helps 
when  they  sec  I’m  interested  in  their 
family  members  too,”  King  explained. 

King,  who  just  converted  to  OOR, 
said  he  has  gotten  involved  with  the 
community  to  send  messages  to  sol- 
diers in  Operation  Desert  Shield.  “I 
care  about  these  people.  And  I’ve 
helped  churches  set  up  some  programs 
for  them.  I’m  also  writing  to  soldiers 
I’ve  recruited  who  arc  over  there. 

These  people  arc  going  to  return  to  this 
community,  and  I want  them  to  know  1 
care,”  he  said. 

A company  RT,  SSG  Robert  J. 


Jones,  of  San  Antonio  East  Company, 
says  recruiters  may  need  to  first  over- 
come possible  objections  in  their  own 
minds.  Then,  when  they’ve  resolved 
the  issues,  they  can  face  prospects  head 
on. 

“Recruiters  are  seeing  reluctance  out 
there.  They  need  to  understand  the 
world  situation  and  believe  in  service 
to  country.  When  they  talk  to  an  ap- 
plicant or  a parent,  their  sincerity  can 
win  them  over;  but  it  must  be  honest, 
from  the  heart,”  he  said. 

Jones  sees  patriotic  parents  who  un- 
derstandably have  some  fear  and  con- 
cern about  the  Middle  East.  “It’s  a little 
jarring,  at  first,  for  a ptirent  to  OK  a 
decision  like  this  for  their  child.  But  if 


a recruiter  takes  time  with  the  parent, 
and  step-by-step  shows  the  benefits  to 
the  senior  or  grad,  parents  will  come 
around. 

“Certainly,  we  don’t  want  parents  to 
feel  like  we’re  saying  they  aren’t 
patriotic  if  they  are  relucuint.  We  don’t 
want  to  burn  bridges  for  the  future. 

And  parents  of  DEP  members  are  vital 
to  recruiters  right  now.  Recruiters  must 
spend  some  time  with  these  parents. 
They  need  to  be  resold  right  along  with 
the  DEPs.  DEPs  and  their  parenLs  have 
to  be  contacted  a lot  more  often  these 
days.  That’s  the  best  way  to  keep  up 
the  momentum,”  the  ring  recruiter  said. 

“Operation  Desert  Shield  won’t  be 
an  objection  if  recruiters  won’t  let  it 
be.  Eirst  they  must  understand  the  situa- 


tion themselves,  then  concentrate  on 
the  real  appointments,  work  smarter 
and  go  full  throttle.  People  will  always 
have  excuses,  but  people  will  always 
have  needs  too.  People  are  joining  the 
Army  every  day,”  Jones  concluded. 

According  to  Recruiting  Operations, 
recruiters  who  are  increasing  their  face- 
to-face  recruiting,  and,  in  some  cases, 
doing  team  recruiting  are  adapting  well 
to  Operation  Desert  Shield  as  a factor 
in  their  recruiting  environment. 

As  one  sergeant  said,  “When  you 
face  a prospect  as  a team,  there’s  twice 
the  ‘cabbage’  on  those  unifomis  and 
there’s  two  people  saying  it’s  a good 
opportunity;  it’s  easier  to  field  objec- 
tions.” 


^When  you  face  a 
prospect  as  a team, 
there  ^s  twice  the 
^^cabbage”  on  those 
uniforms^ 

Like  recruiters  around  the  country, 
SGT  Jack  Dixon  is  hearing  lots  of  ques- 
tions about  the  Middle  East  as  he 
recruits  in  Lodi,  Calif.  “We  just  watch 
CNN  like  everybody  else,”  he  said. 
“Even  with  the  situation  over  there,  a 
lot  of  people  are  interested  in  what  the 
Army  can  give  them — college  bonuses, 
technical  training. 

And  like  many  recruiters,  though 
Dixon  enjoys  his  present  job  as  a 
recruiter,  he  wouldn’t  hesitate  to  go  to 
Saudi  Arabia  if  called.  “If  my  country 
wants  me  to  go.  I’d  have  no  qualms,” 
he  said. 

According  to  Recruiting  Operations, 
recruiters  who  arc  well-informed, 
honest,  team  up  when  needed  and,  em- 
phasizing face-to-face  prospecting,  arc 
making  mission. 

Barbara  Sorensen 
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After  the  Army. . . ACAP 


Soldiers,  civilians  and  family  members  leaving  ihe 
Anny  can  now  do  one-slop  shopping  for  all  Ihe 
transitional  services  the  Arniy  provides.  Access  to 
Reserve  recruiters,  job  assistanee  eounselors,  education 
and  retirement  representatives,  lawyers  and  chaplains  is 
now  synchronized  at  selected  installations  under  the 
Army  Career  and  Alumni  Program. 

ACAP,  although  a function  of  PERSCOM,  shiircs 
USAREC  goals.  The  intent  of  the  pilot  program  is  to 
“promote  the  ability  to  both  recruit  and  retain  a quality 
force  in  the  years  ahead  by  proving  that  the  ‘Army  lakes 
care  of  its  own.’” 

Transition  Assistance  Offices  and  contracted  Job  As- 
sistance Centers  opened  last  fall  at  Eort  Myer,  Va.;  Eort 
Knox,  Ky.;  and  St.  Louis,  Mo.  Eour  more  sites  are 
scheduled  for  these  ACAP  services  in  January:  Port  Polk, 
La.;  Port  Carson,  Co.;  Hanau,  Germany;  and  Yongson, 
Korea. 

The  Army  Career  and  Alumni  Program  should  be  in 
full  swing  by  the  spring  of  1991,  with  67  TAOs  and  57 
JACs  located  at  Army  CONUS  and  OCONUS  sites.  The 
program  will  be  capable  of  serving  up  to  220,0(X)  soldiers, 
civilians  and  family  members  each  year. 

Mobile  services  will  also  be  available  for  smaller 
installations  and  to  assist  at  sites  with  significant  involun- 
tary separations. 

A transition  guidebook,  conU'acied  by  PERSCOM, 
will  soon  be  available.  It  will  catalogue  the  benefits  and 
services  available  and  be  handed  out  to  transitioning 
personnel  at  the  initial  interview. 

The  USAREC  Role 

USAF^EC  will  benefit  from  the  reputation  of  the  en- 
hanced services,  but  also  has  a role  to  play  in  its  success. 

“Our  commanders  and  general  officers  can  help 
Sjircad  the  word  to  employers  that  Army  alumni  are 
valuable  employees,”  said  CPT  Robert  Clark,  Soldier  and 
Family  Assistance  Branch,  Personnel  Directorate, 
USAREC.  “Their  inlluence  can  increase  the  cooperation 
between  the  community  and  ACAP.” 

The  Job  Assistance  Centers  do  not  place  individuals 
but  provide  referrals  to  national  employers  as  well  as 
personalized  counseling.  Employers  need  to  be  recruited 
and  linked  to  the  ACAP  data  base. 

Research  shows  that  employers  prize  the  qualities  that 
Army  alumni  possess.  An  Army  alumnus  is  a high-school 
graduate,  trained,  responsible,  self-disciplined,  prompt, 
loyal  and  drug-free.  According  to  a 1990  survey  of 


employers  conducted  by  the  Army  Researeh  Institute, 
these  are  qualities  employers  seek.  But  the  research  also 
shows  many  employers  don’t  know  that  veterans  have 
these  qualities.  Two-thirds  of  those  employers  surveyed 
did  not  know  that  90  percent  of  Army  recruits  since  1984 
have  a high  school  diploma. 

In  other  words,  “Employers  want  soldiers,  but  don’t 
know  it,”  the  study  concluded.  USAREC  can  help  change 
that. 

ACF  Plus  Link 

Soldiers  who  enlisted  with  Anny  College  Fund  Plus 
benefits  (two  years  active,  two  yeiirs  Reserve,  four  years 
IRR)  must  join  a Reserve  Troop  Program  Unit  in  order  to 
receive  their  ACF  benefits.  The  ACAP  transition  provides 
an  institutionalized  checkpoint  for  these  soldiers. 

“When  the  education  counselor  sees  the  soldier  has 
ACF  Plus,  they  can  refer  them  to  the  Reserve  component 
transition  NCO  to  make  sure  there  is  a TPU  vacancy  for 
that  individual  in  the  area  they’re  planning  to  relocate. 
The  education  counselor  and  the  Reserve  Component 
transition  NCO  are  linked  within  ACAP.  This  helps  the 
ACF  Plus  program  by  following  up  on  the  tail  end  of  the 
commitment,”  said  CPT  Gary  Minadco,  Plans  and 
Analysis,  Program  Analysis  and  Evaluation. 

Open  for  Business 

“The  furniture  has  arrived,  the  paper  clips  are  in  place, 
now  all  we  need  are  customers,”  said  Larry  Harris,  tran- 
sition service  manager  at  the  new  ACAP  office  at  Fort 
Myer,  Va.  There  is  a icmporiiry  freeze  on  soldiers  separat- 
ing from  the  Army,  but  Harris  says  his  service  is  ready  to 
hclj)  civilians  and  family  members  Ux). 

When  a transitioning  soldier  does  come  to  Harris’ 
office  for  help,  the  first  stop  will  be  the  Transition  Assis- 
tance Office  itself.  “Here  he  or  she  will  receive  a brief 
introduction  to  the  program,  then  get  referrals  to  other 
cells,”  Harris  said.  “If  they  have  immediate  needs,  like 
they  need  to  stay  in  quarters  or  need  to  arrange  leave,  we 
will  address  that  first.” 

Harris,  former  Director  of  Military  Affairs  for  the 
Noncommissioned  Officers  Association  in  Washington, 
D.C.,  is  also  a retired  sergeant  major  with  USAREC 
experience.  “I  see  this  ACAP  program  as  a recruiting 
enhancement,”  he  said.  “Recruiters  can  now  add  this 
service  to  the  whole  package.” 

Diane  Richardson 
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Montgomery 
presents  rings 

I U.S.  Rep.  G.V.  “Sonny” 
Monlgoincry  recognized  lop  Army 
recruiters  of  the  Jackson  Recruiting 
Battalion  with  presentations  of  the 
coveted  recruiter  rings  during 
Veteran’s  Day  observances. 

The  ceremony  was  held  in  the  his- 
toric State  Capitol  rotunda  and 
heralded  the  accomplishments  of  14 
Army  recruiters.  Veterans  who  learned 
of  the  presentations  through  pre-event 
newspaper  articles  joined  the 
recruiters’  families,  friends  and  fellow 
soldiers. 

Jackson  Battalion  Commander  LTC 
James  P.  Vemey  introduced  Rep. 
Montgomery  as  “the  father  of  the  GI 
Bill,”  enumerating  the  efforts  by  the 
congressman  in  getting  the  GI  Bill 
enacted  into  law.  “Because  of  his  ef- 
forts,” Verney  related,  “present  and 
former  members  of  the  military  enjoy  a 
better  way  of  life,  and  thanks,  in  part, 
to  the  GI  Bill  incentive,  these  recruiters 
are  standing  here  today.” 

“We  have  a good  Army  because  we 
have  good  recruiters,”  Montgomery 
.said.  “The  all-volunteer  Army  is  get- 
ting good  quality  enlistees,”  he  con- 
tinued, emphasizing  to  the  media  and 
guests  that  98  percent  of  the  enlistees 
are  high  school  graduates. 

Montgomery  said  that  years  ago  the 
Army  decided  it  should  put  its  best 
people  in  recruiting,  and  he  reiterated 
that  this  decision  has  paid  off  in  a 
quality,  well-trained  Army.  “The  key 
to  a successful  military  operation  is  to 
have  good  personnel,”  he  suited. 
Montgomery  said  he  is  encouraged  by 
the  resurgence  of  patriotism  in  the 
country. 

Recruiters  receiving  individual 
recognition  from  Rep.  Montgomery 
were:  SFC  Kermit  Blevins,  Laurel  Sui- 
tion;  SFC  William  Bost,  Greenwood 
Station;  SFC  Robert  Bullock,  Hatties- 
burg Station;  MSG  Gilbert  Delagarza, 


Jackson  Battalion;  SFC  Joe  Dotson, 
Jackson  Nurse  Suition;  SSG  Kenneth 
Harris,  Jackson  North  Station;  SFC 
Dean  Jackson,  Memphis  Nurse  Station; 
SFC  Allen  Lea,  Brandon  Suuion; 
retired  SFC  Ron  Moore,  Jackson;  MSG 
Gloria  Perkins,  Jackson  MBPS;  SSG 


Alford  Powell,  Clarksdale  Station; 
SGT  Ernest  Robinson,  Hattiesburg 
Company;  SFC  John  Smith,  Meridian 
Station;  and  SSG  David  Tippins,  Mc- 
Comb  Station. 

Patrice  Creel,  Jackson 


Rep.  G.  V.  “Sonny  ” Montgomery  congratulates  SFC  Joe  Dotson,  nurse  recruiter,  after 
presenting  Dotson  with  his  recruiter  ring.  (Photos  by  Patrice  Creel) 


Rep.  Montgomery  addresses  a group  of  recruiters,  their  families  and  other  guests  at  a 
ceremony  held  at  the  State  Capitol  building  in  Jackson,  MS. 
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High  on  Army 

H A lilllc  initialive,  some  coordina- 
tion and  a lot  of  nerve  paid  off  for  SSG 
Kirk  Kobak  of  the  Vancouver  Main 
Recruiting  Station. 

When  Kobak  hetu'd  that  one  of  his 
high  schools  planned  to  do  an  assemb- 
ly to  commemorate  Veteran’s  Day,  he 
seized  the  opportunity  to  promote  the 
Army. 

Kobak  and  fellow  recruiter  SSG 
Steve  Moses,  who  are  both  airborne- 
trained,  wanted  to  do  a presentation 
that  would  have  an  impact  on  the  stu- 
dents and  also  allow  the  recruiters  to 
show  off  some  of  their  Army  training. 

They  decided  to  rappel  from  the  roof 
of  the  gymnasium  — a descent  of  ap- 
proximately 60  feet.  Keeping  the 
theme  of  Stay  in  School/Stay  off  Drugs 
in  mind,  Moses  popped  over  the  roof 
onto  the  face  of  the  wall  wearing  a 30- 
pound  pack  and  exclaimed,  “This  is 
how  I get  high!”  As  the  crowd  of  high 
school  students  cheered  to  his  com- 
ment, he  swiftly  made  his  way  to  the 
ground. 

Next  came  Kobak,  who  bounded 
down  the  wall  in  record  time.  As  he 
reached  the  ground  he  said,  “If  you 
finish  school  and  get  your  diploma, 
you  can  join  the  Army  and  learn  to  rap- 
pel and  more.” 

The  students  were  given  an  oppor- 
tunity to  speak  to  the  recruiters  when 
the  demonstration  was  completed.  The 
students  surrounded  the  recruiters  with 
enthusiasm  and  the  Stay  In  School 
theme  was  rc-emphasized. 

As  the  crowd  began  to  drift  back 
into  the  school,  there  was  still  a feeling 
of  excitement  in  the  air.  That  feeling 
lingered  for  both  recruiters  and  stu- 
dents for  quite  some  time. 

Maureen  D.  Meisner,  Portland  A&PA 


(Above)  As  he  begins  his  descent,  SSG  Moses  exclaims,  "This  is  how  I get  high!” 
(Below)  SSG  Kobak  is  surrounded  by  Prairie  High  School  students  after  his  rappelling 
demonstration  to  kick-off  the  Stay  in  School  campaign.  (Photos  by  Maureen  Meisner) 
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Inchworm 

blueprinting 

I A unique  method  of  attacking 
the  Lead  Refinement  List  (LRL), 
was  tested  recently  in  the  Hurst 
(Texas)  Recruiting  Station  with 
“yards”  of  results. 

The  prospecting  tool  was  dubbed 
“inchworm”  because  of  the  way 
LRLs  are  handled  — methodically, 
one  name  at  a time.  The  first 
“stretch  of  the  worm”  is  the  initial 
blueprinting  call.  The  second 
stretch  is  the  follow-up  call  made 
several  days  later,  with  the  goal  of 
setting  an  appointment. 

The  technique  was  put  to  a 
rigorous  test  under  the  guidance  of 
MSGs  Milton  Dunn  and  Fred 
Hawes,  battalion  RTNCOs.  “I 
believe  that  you  can’t  sell  anything 
to  anyone  unless  you  first  deter- 
mine the  individual’s  motive,"  said 
Dunn. 

“If  a young  person  says  he  wants 
to  go  to  college,  recruiters  will  sell 
him  the  Army  College  Fund.  But 
no  one  wants  to  go  to  college 
forever,  so  we  have  to  start  deter- 
mining where  that  individual  hopes 
to  be  10  years  from  now,  and  sell- 
ing the  individual  a program  that 
will  help  him  meet  that  goal,” 

Dunn  explained. 

The  recruiters  begin  each  conver- 
sation by  telling  the  individual  that 
they’re  conducting  a questionairc. 
Halfway  through  the  list  of  ques- 
tions is  one  that  asks  what  the  in- 
dividual wanted  to  do  while  still  in 
high  school.  Following  that,  the  in- 
dividual is  asked  what  he  is  doing 
now. 

“Usually,  they  are  not  doing 
what  they  thought  they’d  be  doing 
a few  years  back,  and  asking  the 
questions  starts  them  thinking 


about  how  they  failed  to  succeed. 

It  disturbs  them,”  Dunn  said. 

This  gives  the  recruiters  the  op- 
portunity to  be  a “hero”  in  the 
prospect’s  eyes,  and  to  present  a 
vehicle  to  meet  their  ultimate  goals. 
But  that  is  done  three  or  four  days 
following  the  initial  contact. 

“The  recruiters  tell  the  prospects 
that  they  are  busy  with  the  ques- 
tionaire  now,  but  that  they  will  call 
back  in  a few  days  with  some  infor- 
mation that  might  help  them 
achieve  their  goal,”  said  Dunn. 

After  a few  days,  the  recruiter 
calls  the  prospect  back  with  infor- 
mation on  available  Army 
programs. 

Normal  conversion  of  LRLs  is 
one  appoinunent  for  every  18 
telephone  calls,  says  Dunn.  But  the 
conversion  rate  for  telephone  calls 
made  by  Hurst  RS  recruiters  during 
the  test  proved  to  be  one  appoint- 
ment out  of  every  five  telephone 
calls. 

In  fact,  out  of  33  questionaires 
conducted,  the  recruiters  secured 
seven  appointments  in  a one-hour 
period  during  the  follow-up. 

“This  stuff  is  great,”  said  SSG 
Don  Reynolds,  Hurst  recruiter. 


Reynolds  made  five  of  the  seven 
appointments  during  the  follow-up. 

“Inching”  your  way  through 
LRLs  sheds  new  light  on  them.  All 
of  the  LRLs  used  in  the  training 
had  been  previously  worked.  Most 
of  the  leads  were  annotated  “wants 
to  go  to  college.”  Few  appoint- 
ments had  been  conducted  off  the 
LRLs. 

All  who  participated  in  the  train- 
ing felt  positive  about  the  results. 
SSG  Arthur  Jenkins,  another  mem- 
ber of  the  Hurst  team,  said  he 
thought  the  training  provided  a 
new,  different  way  of  prospecting. 

“We’ve  created  an  Army  interest 
in  everyone  we’ve  talked  to, 
without  any  pressure,”  Jenkins 
said.  “Then  when  we  call  them 
back  in  a few  days,  they’ll  remem- 
ber us.” 

“The  major  point  I want  them  to 
learn  is  to  keep  asking  the 
prospects  ’why’  until  they  can 
determine  the  individual’s 
dominant  buying  motive.  You 
don’t  know  what  to  sell  them  until 
you  know  what  they  really  want 
out  of  life,”  Dunn  said. 

Mary  Ann  Phillips,  Dallas  A&PA 


1SG  James  Allen,  Fort  Worth  Company,  lends  a hand  to  SFC  Mary  Valberg,  Hurst 
recruiter,  during  "inchworm  blueprinting"  training.  (Photo  by  Mary  Ann  Phillips) 
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Commander  of 
the  Chicago 
Recruiting  Bat- 
talion, LTC 
Richard  L. 
Strube,  Jr.,  ad- 
dresses stu- 
dents from  the 
Summer  Train- 
ing and  Evalua- 
tion Program. 
(Photo  by  Lori 
Hunt) 


SSG  Keith  and 
SGT  Robin  Bran- 
don, married 
recruiters  in  At- 
lanta Bn.,  share 
the  same  goals. 


Recruiters  times  two 

M There  are  two  new  recruiters  in  the  Atlanta  Battalion.  But  there’s  something  spe- 
cial about  these  OORs  — they’re  husband  and  wife!  SSG  Keith  Brandon  and  SGT 
Robin  Brandon,  who  have  been  married  for  almost  two  years,  met  at  Fort  Dix,  N.J., 
where  they  were  both  assigned  as  drill  instructors. 

According  to  Robin,  the  fact  that  they  were  both  in  the  Army  had  a positive  in- 
llucnce  on  their  decision  to  marry.  “We  share  the  same  goals,”  she  said,  “and  it  ac- 
tually makes  it  easier  that  we’re  both  military.” 

So  how  did  they  come  into  recruiting?  “It  was  his  idea  that  we  volunteer,”  said 
Robin.  “It  took  him  a good  six  months  to  convince  me,”  she  laughed.  “I  was  very 
against  it  at  first  because  of  horror  stories  we  had  heard  and  the  totally  different  en- 
vironment.” 

While  they  are  assigned  to  the  same  recruiting  company,  Keith  is  assigned  to 
Macon  while  his  wife  will  be  about  20  miles  away  in  Warner  Robins.  They  both- 
said  they  would  use  their  situation  and  the  “Married  Soldiers  Program”  as  a selling 
point.  “We  get  good  ideas  from  each  other  beeause  we  both  understand  what’s  in- 
volved with  a military  career,”  said  Keith. 

Debbi  Peters,  Atlanta  A&PA 
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Stay  in  STEP 

I To  stem  the  tide  of  vanishing  role 
models,  the  U.S.  Army  recently  in- 
stituted a “Stay  in  School/Stay  Off 
Drugs”  campaign  nationwide,  wherein 
Army  recruiters  serve  as  mentors  to 
America’s  youth,  encouraging  them  to 
finish  their  education  and  avoid  the 
perils  of  drugs. 

As  part  of  this  program,  Chicago 
Recruiting  Battalion  commander,  LTC 
Richard  L.  Strube,  Jr.,  participated  in  a 
Lake  County  program  designed  to  en- 
courage “at  risk”  youth. 

“Graduating  from  high  school,” 
Strube  told  the  group,  “is  the  most  im- 
portant accomplishment  you  can  make 
to  open  the  doors  to  your  future.  Drop- 
ping out  of  high  school  will  close 
many  employer’s  doors  for  you.” 

Strube  spoke  to  members  of  Lake 
County’s  Summer  Training  and  Educa- 
tion Program  (STEP),  a joint  venture 
between  the  Private  Industry  Council 
of  Lake  County,  the  Regional  Superin- 
tendent of  Schools,  and  the  school  dis- 
tricts of  North  Chicago,  Zion  and 
Waukegan,  111. 

STEP  is  designed  to  help  youths  stay 
in  school  and  successfully  complete 
their  high  school  education.  As  part  of 
their  training  in  STEP,  the  students 
took  a field  trip  to  Fort  Sheridan  to 
hear  the  Army’s  message. 

“Today,  the  Army  is  among  the 
growing  number  of  employers  who 
will  not  accept  nongraduates,  users  of 
illegal  drugs,  or  law  violators.  The 
decisions  tu'e  tough  sometimes,  but 
your  future  lies  in  the  choices  you 
make  today,”  Strube  said. 

“If  one  of  our  recruiters  can  be  of 
any  assistance  to  you  or  help  you  in 
any  way  to  stay  in  school  and  graduate, 
please  give  them  a call,”  Strube  urged. 
“They  are  there  to  help.  You  don’t 
have  to  face  it  alone.” 

Lori  Hunt,  Chicago  A&PA 
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Life  Signs 


For  the  first  time,  re- 
searchers have  linked  the 
drastic  drop  in  cardiovas- 
cular disease  to  lifestyle 
changes  involving  smoking, 
serum -cholesterol  level  and 
blood  pressure. 

The  report,  published  in 
The  New  England  Journal  of 
Medicine,  compared  men  in 
their  50s  in  1950, 1960  and 
1970.  The  Framingham 
Heart  Study  revealed  that  the 
1970  group  experienced  19 
percent  less  heart  attacks 
than  the  1950  group  and  43 
percent  fewer  fatalities. 

Dr.  Pamela  Sytkowski, 
who  conducted  the  study,  ex- 
pects the  drastic  drop  in  the 
No.  1 killing  disease  in  the 
U.S.  to  continue  as  these  life- 
style changes  become  even 
more  widespread. 


Now  just  a dadgum  minute!  I've 
heard  some  wacky  pitches  for 
‘‘hitches”  in  my  day,  but  don' t you 
think  this  is  taking  the  “lifer”  men- 
tality Just  a bit  far.  I mean,  to  ex- 
pect me  to  believe  that  by  ETS’ing 
Tm  gonna  contract  the  “Big  C”  is 
one  for  the  books! 

Well,  ladies  and  gents,  however 
wacky  it  sounds,  it’s  the  gospel 
truth.  In  a recent  report  issued  by 
the  Environmental  Protection 
Agency,  ETS  was  listed  as  a 
Group  A ctircinogen  — proven  to 
cause  cancer  in  humans.  The  facts 
arc  true,  only  the  acronym  has 
been  changed  to  protect  the  in- 
nocent. Ya  sec,  ETS  isn’t  referring 
to  the  popular  Army  acronym  for 
Expiration  Term  of  Service,  it’s 
the  newly  coined  phrase  for 
second-hand  smoke.  Environmen- 
tal Tobacco  Smoke. 

I know  all  you  die-hard 
smokers  are  saying,  “Oh  boy,  here 
we  go  again!  The  old  song  and 
dance  about  how  my  disgusting 
habits  arc  gonna  invade  your  pre- 
cious air  space.”  Hey,  this  may  be 
the  old  song  and  dance,  but  buddy, 
there’s  some  new  steps  to  this 


routine.  The  scientific  community 
is  backing  up  that  theory  with  a 
heap  of  facts  and  figures. 

It  seems  that  after  an  in-depth 
study  of  24  populations,  the  EPA 
has  concluded  that  3,800  lung  can- 
cer deaths  each  year  are  the  direct 
result  of  inhaling  other  people’s 
tobacco  smoke.  Those  figures 
were  confirmed  at  a world  con- 
ference on  lung  health  last  spring. 
Dr.  Stanton  A.  Giants  of  the 
University  of  California  at  San 
Francisco  reported  that  a stagger- 
ing 50,000  American  adults  die 
each  year  from  diseases  associated 
with  ETS.  The  majority  of  those 
deaths  are  due  to  heart  disease,  and 
the  remainder  from  other  types  of 
cancer,  including  lung  cancer. 

What  the  solution?  Less  smok- 
ing indoors.  A 1990  survey  by  the 
American  Management  Survey 
Eoundation  showed  that  68  percent 
of  320  private  companies  have  in- 
stilled official  policies  protecting 
the  rights  of  the  nonsmokers.  Over 
one  third  of  them  banned  smoking 
altogether  anywhere  in  the 
workplace.  It’s  the  wave  of  the  fu- 
ture, .and  many  think  that  it’s  been 
long  coming.  Eorty-five  states 
have  thus  far  passed  smoking-re- 
lated legislation  and  another  177 
smoking-related  bills  are  currently 
under  consideration. 

Like  any  subject,  there’s 
militants  on  both  sides  of  the  issue 
but  it  seems  the  vast  majority  of 
both  groups  understand  a need  to 
protect  the  rights  of  both  the  non- 
smoker  and  the  smoker.  Hopefully, 
with  a little  cooperation  and 
patience  on  everybody’s  part, 
these  current  compromises  can 
bring  about  a more  tolerable  en- 
vironment for  us  all.  Because 
without  action,  ETS  could  give  a 
whole  new  meaning  to  the  term 
“short-timer.” 

Steve  Lambert,  HQ  USAREC 
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CHAMPUS  News 


Several  imporlantehanges  in  ihe  CHAMPUS  program 
will  occur  in  1991.  Here’s  a quick  look  at  some  of  what’s 
contained  in  the  Defense  Authorization  Act. 

The  annual  outpatient  deductible  will  increase  for 
most  CHAM  PUS-eligible  families.  For  all  CHAMPUS- 
eligible  persons  except  for  members  of  active  duty 
families  in  which  the  military  sponsor  is  in  pay  grade  E-4 
or  below,  the  outpatient  deductible  for  each  fiscal  year 
will  increase  to  $150  per  individual  and  $300  for  the 
whole  family.  The  previous  amounts  were  $50  and  $ 100, 
respectively,  and  these  amounts  will  still  be  in  effect  for 
the  families  of  E-4  active  duty  servicemembers  and 
below.  The  increase  applies  to  all  other  persons  who  are 
eligible  for  CHAMPUS  benefits.  It  will  be  effective  for 
care  provided  on  or  after  April  1,  1991.  It’s  the  first 
change  in  the  deductible  amounts  in  24  years. 

The  annual  limits  on  inpatient  mental  health  care 
will  change.  In  the  past,  inpatient  mental  care  was  limited 
to  60  days  per  calendar  year,  unless  a waiver  was  granted 
for  extraordinary  medical  or  psychological  reasons. 
Beginning  Feb.  15,  1991,  the  limiLs  will  be  as  follows: 

■ 30  days  in  any  year  for  patients  aged  19  or  older. 

■ 45  days  in  any  year  for  patients  under  age  19. 

■ 150  days  in  any  years  for  inpatient  menuil  health 
services  provided  by  residential  treatment  centers. 

Until  now,  there  has  been  no  limit  on  inpatient  mental 
health  care  received  in  residential  treatment  centers.  As 
in  past  yetirs,  waivers  of  the  limits  may  be  requested  from 
the  CHAMPUS  rnenuil  health  care  contractor. 

Health  care  professionals  who  refer  CHAMPUS- 
eligible  patients  to  inpatient  mentid  health  care  facilities 
are  not  allowed  to  have  an  economic  interest  in  the  facility 
to  which  the  patient  is  referred. 

Routine  mammograms  and  pjip  smears  may  now  be 
obtained  as  diagnostic  or  preventive  health  care 
measures.  Previously,  CHAMPUS  could  only  cost-share 
mammograms  and  Pap  smears  under  very  limited  cir- 
cumstances. This  expanded  benefit  is  effective  for  care 
received  on  or  after  Nov.  5,  1990. 

Certified  marriage  and  family  therapists  are  now 
authorized  as  independent  providers  of  care  under 
CHAMPUS  when  they  agree  to  accept  the  CHAMPUS 
allowable  charge  as  the  full  fee  for  their  services.  Before, 
the  treatment  provided  by  all  marriage  and  family 
therapists  had  to  be  supervised  by  a physician,  who  also 
had  to  initially  evaluate  and  refer  the  patient  to  the 
therapist. 


Those  marriage  and  family  therapists  who  are  not 
certified  will  continue  to  need  physician  referral  and 
supervision  for  CHAMPUS  to  share  the  cost  of  their 
services.  This  change  is  also  effective  Nov.  5, 1990. 

Transitional  health  care  is  offered  to  some  service 
families.  Service  members  (and  their  dependents)  who 
tu-e  involuntarily  separated  from  active  duty  during  a 
five-yetir  period  beginning  Oct.  1,  1990,  will  be  eligible 
for  CHAMPUS  benefits  and  benefits  at  military  medical 
facilities  for  certain  periods  of  time  beginning  with  the 
date  of  separation,  as  follows: 

■ 60  days  of  eligibility  if  involuntarily  separated 
with  less  than  six  years  of  active  duty  service. 

■ 120  days  of  eligibility  if  involuntarily  separated 
with  six  or  more  years  of  active  service. 

These  involunttirily  separated  service  members  may 
also  buy  what’s  called  a “conversion”  health  insurance 
policy  for  themselves  and  their  families  during  the  period 
after  they  leave  active  duly  when  they  still  have  their 
CHAMPU$  benefits.  If  they  buy  such  a policy,  they’ll 
have  separate  benefits  in  military  medical  facilities  and 
under  CHAMPU$  for  one  yeiu*  from  the  suiting  dale  of 
the  conversion  policy,  for  any  pre-existing  conditions 
(including  pregnancy)  that  aren’t  covered  by  the  policy. 

The  conversion  health  policy  is  offered  to  eligible 
service  members  and  their  families  by  Mutual  of  Omaha. 

Automated  nonavailability  statements  are  coming. 
Effective  Apr.  1, 1991,  if  you  live  near  a military  hospital 
you  won’t  need  to  send  in  a piece  of  paper  called  a 
“nonavailability  statement”  (NAS)  with  your  CHAM- 
PUS claim  for  noncmcrgcncy  inpatient  care  from  a 
civilian  hospital.  The  process  will  be  automated,  and  the 
only  valid  nonavailability  statements  will  be  those 
entered  electronically  into  the  DEERS  computer  files. 

You’ll  still  need  to  get  the  piece  of  paper  from  your 
nearby  uniformed  services  medical  facility’s  Health 
Benefits  Advisor,  but  you  won’t  send  it  in  with  the  claim 
as  you  have  in  the  past.  ForNASs  issued  before  next  April 
1,  the  system  will  work  as  it  always  has,  and  you’ll  send 
the  NAS  in  with  your  claim. 

DRG  rates  will  change  soon.  The  mid-October  an- 
nouneement  of  an  increase  in  the  CHAMPUS  diagnosis- 
related  group  (DRG)  daily  rate  for  civilian  hospital 
admissions  was  premature.  The  rate  has  remained  at  $235 
per  day  and  will  not  change  to  the  new  rate  of  $262  until 
January  1991. 

CHAMPUS-eligible  persons  who  are  not  the  depend- 
ents of  active-duty  service  members  and  who  are  ad- 
mitted to  civilian  hospiuils  covered  by  the  DRGs  will  pay 
a cost-share  that  is  the  lesser  of  either  25  percent  of  the 
hospital’s  billed  chiu-ges  or  the  fixed  daily  amount. 
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CG’s  Team  Excellence  Award 
for  4th  Quarter  FY  90 

The  following  companies  have  been  identified  as  the  CG’s  Team  Excellence  Award  winners  for  the  4th 
quarter  FY  90.  These  companies  made  combined  mission  box  for  the  4th  quarter  FY  90. 


1st  Brigade 

2d  Brigade 

Company 

Battalion 

Company 

Battalion 

Delmarva 

Baltimore 

Albany 

Atlanta 

Washington 

Baltimore 

Atlanta 

Atlanta 

Boston 

Boston 

Fayetteville 

Raleigh 

Cape  Cod 

Boston 

Raleigh 

Raleigh 

North  Shore 

Boston 

Greenville 

Raleigh 

Hartford 

New  Haven 

Aquadilla  - West 

San  Juan 

Bridgeport 

New  Haven 

San  Juan  - East 

San  Juan 

Springfield 

New  Haven 

Charlotte 

Charlotte 

Tampa 

Miami 

Sarasota 

Miami 

Daytona 

Jacksonville 

Valdosta 

Jacksonville 

Jacksonville 

Jacksonville 

Orland 

Jacksonville 

St.  Petersburg 

Jacksonville 

4th  Brigade 

Company 

Battalion 

Florence 

Cincinnati 

Cincinnati  - Suburban 

Cincinnati 

Columbus 

Columbus 

Ft.  Wayne 

Indianapolis 

Wausau 

Milwaukee 

6th  Brigade 

Company 

Battalion 

Anchorage 

Honolulu 

Norwalk 

Los  Angeles 

Phoenix 

Phoenix 

5th  Brigade 

Las  Vegas 
Tempe 

Phoenix 
Phoenix 
Santa  Ana 
Santa  Ana 

Company 

Battalion 

Santa  Ana 

Hattiesburg 

Jackson 

San  Diego  South 

Santa  Ana 

McAllen 

San  Antonio 

San  Diego  North 

Santa  Ana 

Fullerton 

Santa  Ana 

Redlands 

Santa  Ana 

January  1991 
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HQ  USAREC 

MSG  Eugene  W.  Culpepper 
MSG  Roger  L.  Leturno 

ALBANY 

SSG  John  P.  Danaher 
SFC  Roger  A.  Miller 

BECKLEY 

SSG  Jeffrey  Nicholson 

BOSTON 

SFC  Robert  J.  Maydoney 
SFC  Martin  M.  McCall 

BRUNSWICK 

SSG  Todd  M.  Obanion 
SFC  Leonard  Sears 

CHARLOTTE 

SFC  Alvin  F.  Edwards 
SSG  Flerbert  J.  Matheson,  Jr. 

CINCINNATI 

SFC  Michael  E.  Jenkins 
CLEVELAND 
SFC  Henry  W.  Sells 
SFC  Casper  Sirakowski 
SFC  Charles  T.  Watts 


COLUMBIA 

SFC  Samuel  P.  Cobbs 
HOUSTON 
SFC  Dale  Browder 
INDIANAPOLIS 

SFC  Lynn  D.  Bernard 
SSG  Isiah  Goins,  Jr. 

JACKSON 

SSG  Gregory  L.  Cotton 
SFC  Peter  E.  Dahihauser,  Jr. 

JACKSONVILLE 

SSG  Todd  Breen 
SSG  Robert  Curiel,  Jr. 

SSG  Donna  M.  Harrell 
SFC  Greenlea  Jackson 
SSG  Gregory  Melcher 
SFC  Donald  S.  Nugent 
KANSAS  CITY 
SSG  Michael  E.  Miller 
SSG  James  W.  Shuey 
SFC  William  D.  Stevens 
SSG  Clinton  E.  Conklin 
LANSING 

SFC  Donny  Ray  Obryant 


LOS  ANGELES 

SFC  Ricardo  Delgado 
MILWAUKEE 
SSG  Ira  L.  Anderson 
SFC  James  P.  Wade 
MONTGOMERY 
SFC  Jimmy  R.  Grant 
SFC  Charles  Havner 
SFC  Delane  Smith 
NASHVILLE 
SFC  James  N.  Jones 
SFC  David  F.  Sprouse 

NEW  YORK  CITY 

SSG  Kevin  Marrow 

PHILADELPHIA 

SFC  Gloria  F.  Allen 
SFC  Richard  Savage,  Jr. 
SFC  Frank  P.  Stauder 
SFC  Michael  A.  Turner 

PITTSBURGH 

SFC  Chris  R.  Kneipp 
SFC  Robert  C.  Reiter 
SFC  Christopher  D.  Rollins 
SSG  Anthony  A.  Sapp 


RALEIGH 

SSG  Elmer  Terry 
RICHMOND 
SFC  Tracy  A.  McClain 
SFC  Samuel  M.  Richardson 
SACRAMENTO 
SSG  Paul  R.  Garrett 
SSG  David  G.  Hilburn 
SFC  Preston  L.  Legrande 
SSG  Andrea  Leonguerrero 
SALT  LAKE  CITY 
SFC  Robert  M.  Hugill 
SAN  ANTONIO 
SFC  Bruce  D.  Gasper 
SFC  Daniel  W.  Wright  III 
SAN  FRANCISCO 
SSG  Russell  L.  Fry,  Jr. 
SAN  JUAN 

SSG  Catherine  Lopez-Mal- 
donado 

SEATTLE 

SFC  Paul  L.  Godsil 
SFC  Ronald  E.  Nunes 


Gold  Badges 


BOSTON 

SSG  John  Soucy 

CHICAGO 

SGT  Robert  E.  Booker 

SSG  Vivian  E.  Campbell 

SSG  Eduardo  Colonroquez 

SSG  Judith  E.  DeJesus 

SFC  Raymond  B.  King 

SFC  Charles  McFadden 

SFC  James  H.  Means 

COLUMBIA 

SSG  Charles  D.  Roberts 

COLUMBUS 

SGT  Linda  L.  Chavis 

DALLAS 

SGT  Calvin  W.  Drummonds 
SFC  Consuelo  A.  Raimey 
SGT  Vega  Jorge  L.  Rivera 
SSG  Leslie  C.  Sharver 

DENVER 

SSG  William  L.  Reed 
SGT  Randy  D.  Roberts 
SSG  Mark  D.  Shelton 
SSG  Wendell  L.  Weaver 
DES  MOINES 
SSG  James  Akers 
SGT  Matthew  Cooper 
SSG  Windell  Jacobs 
SSG  Daniel  Pleimann 
SGT  Timothy  A.  Yarolem 
DETROIT 

SSG  Gerald  S.  Durbin 
SFC  Michael  D.  Francis 


SSG  Kenneth  Potrykus 
SSG  Douglas  M.  Young 

HARRISBURG 

SGT  Dean  S.  Flick 

SSG  Alfred  E.  Hawkins 

HONOLULU 

SFC  Wayne  L.  Armstead 

SFC  Ricky  Sierra 

HOUSTON 

SSG  Mario  J,  F.  Melancon 

KANSAS  CITY 

SSG  Matthew  A.  Hellrung 
SSG  Edward  R.  Vanmeter 

LANSING 

SSG  Christopher  Miller 
LITTLE  ROCK 
SSG  James  D.  Gunter 
SSG  Rainey  Payton 
SGT  Michael  T.  Richards 
SSG  James  D.  Williams 

LOS  ANGELES 

SSG  David  D.  Bertles 
SSG  Roy  Johnson 
SSG  James  Luckey,  Jr. 
SSG  Kenneth  R.  Williams 

LOUISVILLE 

SSG  Matthew  D.  Vanscoy 

MIAMI 

SSG  Anthony  Addeo 
SSG  James  Friendy 
SSG  David  M,  Manning 

MILWAUKEE 


SSG  Cort  F.  Mahan 
SSG  Michael  A.  Rollock 
SGT  Bradley  S.  Stowell 
SFC  Francis  A.  Wedam 
MINNEAPOLIS 
SSG  Thomas  R.  Meader 
SGT  Patrick  J.  Miller 
SSG  Kenneth  T.  Peloski 

MONTGOMERY 

SSG  Eddie  Davis 
SSG  Aretha  Harrison 
NASHVILLE 
SSG  Gregory  K.  Lyell 
NEW  HAVEN 
SFC  Raymond  Abrams 
NEW  YORK  CITY 
SFC  Clifton  D.  Bowyer 
SSG  Miguel  A.  Cruzsoto 
SSG  Cleo  McKinnon,  Jr. 
SSG  Prakash  Ramsing 
SSG  Chester  Smalley 
SSG  Edward  Toro 

NEWBURGH 

SGT  Edward  P.  Fowlkes 

OKLAHOMA  CITY 

SGT  Michael  J.  Bruce 
SGT  Jeffrey  G.  Newton 

OMAHA 

SGT  Clinton  S.  Meadows 
SSG  John  A.  Tiedt 

PEORIA 

SSG  Mark  Jennings 
SSG  Dennis  Johnson 


PHILADELPHIA 

SSG  Wallace  Trexler 
PHOENIX 
SGT  Andres  Alvirez 
SGT  Jeffrey  A.  Schaefer 

PORTLAND 

SGT  Calvin  Hicks 
SFC  Dailey  C.  Ray 
RICHMOND 
SGT  Jacqueline  H.  Becton 
SGT  Sefus  Ellis 

SACRAMENTO 

SGT  Timothy  M.  Foy 
SSG  Brian  F.  Peters 
ST  LOUIS 
SSG  Paul  L.  Atchley  II 
SSG  Lawrence  J.  Cole 
SSG  Gerald  W.  Fields 
SSG  Martie  C.  Moody 

SAN  ANTONIO 

SSG  Michael  J.  Antwine 

SAN  FRANCISCO 

SSG  William  E.  Adamek 

SGT  James  M.  Kielhack,  Jr. 

SSG  William  A.  Pendergrass 

SAN  JUAN 

SSG  Jose  Rivera 

SGT  De  Victoria  Ju  Rivera- 

Lopez 

SEATTLE 

SSG  Benjamin  C.  Lee 

SSG  Michael  E.  Schwilke 
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RSC  Touring  Schedule 


JANUARY 

Cinema  Vans 

ALBUQUERQUE  Jan.  14-25 
BALTIMORE  Jan.  14-25 
INDIANAPOLIS  Jan.  14-28 
MIAMI  Jan.  14-28 
MONTGOMERY  Jan.  14-25 
NEW  YORK  Jan.  14-25 
PEORIA  Jan.  14-25 
SACRAMENTO  Jan.  14-25 

Cinema  Pods 

ATLANTA  Jan.  14-28 
CLEVELAND  Jan.  14-25 
COLUMBUS  Jan.  14-25 
HARRISBURG  Jan.  14-25 
HOUSTON  Jan.  14-25 
ST.  LOUIS  Jan.  14-25 
SAN  FRANCISCO  Jan.  14-25 
SEATTLE  Jan.  14-25 

High  Technology  Exhibit  Van 

JACKSONVILLE  Jan.  14-31 


FEBRUARY 

Cinema  Vans 

ALBANY  Jan.  29 -Feb.  15 
BALTIMORE  Feb.  18-22 
BOSTON  Jan  29  - Feb.  22 
CLEVELAND  Feb.  1 1-22 
INDIANAPOLIS  Jan.  29  - Feb.  8 
JACKSONVILLE  Jan.  29  - Feb.  22 
MIAMI  Jan.  29  - Feb.  22 
MILWAUKEE  Feb.  1 1-22 
MONTGOMERY  Jan.  29  - Feb.  22 
OMAHA  Jan.  29  - Feb.  8 
PHOENIX  Jan.  29  - Feb.  22 
SAN  FRANCISCO  Jan.  29  - Feb.  22 

Cinema  Pods 

ATLANTA  Jan.  29  - Feb.  22 
CHICAGO  Feb.  11-22 
DALLAS  Jan.  29  - Feb.  22 
DES  MOINES  Feb.  11-22 
DETROIT  Jan.  29 -Feb.  8 
LANSING  Jan.  29 -Feb.  8 
LOS  ANGELES  Jan.  29  - Feb.  21 
PHILADELPHIA  Jan.  29  - Feb.  22 
PITTSBUGH  Jan.  29  - Feb.  22 
PORTLAND  Jan.  29  - Feb.  22 

High  Technology  Exhibit  Van 

JACKSONVILLE  Feb.  1-13 
SAN  ANTONIO  Feb.  20-28 


Photo  by. . . 

► 


The  cover  photograph  on  the  December  issue  of  the 
Recruiter  Journal  was  by  Stan  Cordell,  USAREC  Adver- 
tising and  Public  Affairs. 


Mailing  hotline 

Many  recruiters  are  being  asked  about  the  most  cost 
effective  method  of  sending  items  to  troops  in  Operation 
Desert  Shield.  Until  now,  people  were  being  instructed  to 
contact  their  local  post  offices. 

The  Defense  Logistics  Agency  has  established  a hotline 
that  can  help  alleviate  some  of  those  mailing  woes.  The 
hotline  number  is  (703)  274-3561. 


Contributions  accepted 

Monetary  contributions  are  now  being  accepted  for  the 
operation  in  the  Persian  Gulf.  A check,  made  payable  to 
the  U.S.  Treasury  and  annotated  “Operation  Desert 
Shield,”  can  be  sent  to: 

Washington  Headquarters 

Services  Installation  Accounting  Division 

ATTN:  Robert  Miller 

Pentagon,  Room  3B269 

Washington  , DC  20301-1155 


Matters  of  Integrity 

SGT  Recruiter  withheld  initial  information  concerning 
the  applicant’s  enlistment  process.  Even  though  SGT 
Recruiter  didn’t  say  anything  during  John  Doe’s  court 
hearing,  he  used  extremely  poor  judgment  by  being  in  the 
courtroom.  At  this  point  in  time,  SFC  Guidance,  you  need 
to  determine  what  the  charge  was,  if  the  charge  occurred 
prior  to  or  after  DEP-in,  and  when  the  applicant  told  the 
recruiter  about  the  charge.  You  need  to  report  the  facts  and 
circumstances  as  described  by  the  applicant  to  your  XO 
for  further  inquiry  into  this  situation. 


ONE  OF  THE  MOST  FAMOUS  BANDS 
M HISTORY  IS  HOLDING  AUDITIONS. 


